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6,760 Miles—in Official Mileage Testing by 
The Automobile Club of America 


This officially tested and certified service-average gives a definite assurance of 
actual mileage—as against the empty claims of mere theoretical superiority. 


And the fact that this remarkable figure had been established before the 50% 
increase in wearing quality effected in our 1915 product brings forth more 
clearly than ever the unequaled value in 


VACUUM CUP TIRES 


—especially at the prevailing price schedule, the lowest for any tires having a non- 
skid device added to regular thickness of tread. 





The most satisfactory seller from the dealer’s and consumer's viewpoint alike. Guar- 
anteed oilproof. Guaranteed non-skid on wet or greasy pavements, else returnable 
at full purchase price after reasonable trial. 


e 
Pennsylvania Rubber Co., Jeannette, Pa. 
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Making Future Sales Assured 


The retailer does not always realize what opportunities there are in 
periods of business apathy such as that from which the country is now 
emerging. These opportunities are not always for immediate betterment, 
but for the accumulation of prestige and sales power that will bear fruit when 
more normal conditions return. 


During the past months you must have observed that the advertising of 


1847 ROGERS BROS. 


‘<Silver Plate that Wears” 


has appeared steadily, as it did during the preceding “good times.’ This adver- 
tising has been all the more effective because it has had undivided attention. Aside 
from the immediate results, its cumulative effect is going to mean big things for 
dealers who handle this brand, when business fully recovers. 


Below we show sales power, expressed in terms of advertising, that not only 
indicates what we are doing to help create business for the retailer, but expresses our 
confidence in the market that exists for our product. 


May and June 1847 ROGERS BROS. Campaign 


The more important national mediums used in advertising during these two 
months. 














Circula- Circula- 
Publication Space tion Publication Space tion 
MAY: JUNE: 

Ladies’ Home Journal ..14% inches ... 1,900,000 Ladies’ Home Journal .. 1 page ....... 1,900,000 
Delineator ) Detineator 
Designer + owes RB Gees . ccc. 1,500,000 Designer Pcene, SOE. . ccnees 1,500,000 
Woman’s Magazine } Woman’s Magazine } 
Woman’s Home Com- Woman’s Home Com- 

ee 16 inches ..... 800,000 DED. fa wice Chua nawes l page ....... 800,000 
Pictorial Review ........ 16 inches ..... 1,000,000 American .............. 1 column 440,000 
Ee 9 inches ..... 129,000 MicCall’s ...ccccccccccee 1 column 1,261,000 
aa 1 column 440,000 Everybody’s ........... page ....... 600,000 
Everybody’s ............ Ey wiceces 600,000 Sunset-Pacific Monthly... 1 page ....... 130,000 
Sunset-Pacific Monthly.. 1 page ....... 130,000 =f  * Faas page 250,000 
Ge ee cover (colors) . 250,000 Cosmopolitan .......... Ul lU—=eEaeee 1,000,000 
Cosmopolitan ........... cover (colors) . 1,000,000 STD. eeecencccws awe i 533,000 
Good Housekeeping ..... J, oar 350,000 Good Housekeeping ..... 1 page ....... 350,000 
Country Life in America.16 inches ..... 7,00 House Beautiful ....... cover (colors) . 45,000 
House Beautiful ........ 16 inches ..... 45,000 Craftsman ............. 1 page ....... 22,50 
House & Garden ........ cover (colors) . 24,000 Saturday Evening Post..16 inches ..... 1,950,000 
Saturday Evening Post.. 1 page ....... 1,950,000 Literary Digest ........ cover (colors 258,000 
Literary Digest ......... 2 columns 258,000 Youth’s Companion ..... 9 inches ..... 450,000 
Youth’s Companion ..... > eee ks eon 450,000 
American Homes & Gar- Total circulation for June............. 11,489,500 

eee cover (colors) . 12,500 

Total circulation for May............... 10,875,500 


And smaller space in hundreds of other publications. 


1847 ROGERS BROS. is the safest brand to buy and most satisfactory to push. A continuous, con- 


sistent advertising campaign insures a reasonable sale at all times. 


Colored Proofs of 1847 ROGERS BROS. Advertisements will help make your window displays 


attractive. Send for an assortment with particulars regarding other display material. 





International Silver Company, Meriden, Conn. 


Successor to Meriden Britannia Co. 


Chicago New York 


San Francisco 
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Fig. 1—Two store platforms and a home-made table complete this useful fixture 


tailer make his selection. The offer was accepted 
and thus it happened that Mr. Horrall bought his 
first bill of cutlery from George Wolstenholm, who 
was then in the United States for the purpose of 
studying trade conditiohs. 

K. D. Horrall continued in active charge of the 
business until five years ago, when he entrusted the 
management to the three sons who have learned 
the business under his training. Each of the sons 
has specialized in some branch of the business, fit- 
ting himself to handle a particular kind of work. 
Thus, Adelbert is office manager; Cliff takes charge 
of the hardware sales and buying, while Walter 
looks after the tin shop and all contract work. 
This hardware triumvirate has proved particularly 
fortunate, resulting in the development of profitable 
efficiency in all departments of the business. 


Unique Home-Built Fixtures 


The foregoing facts are preliminary to those that 
will be of special interest to all hardware mer- 
chants, and particularly to merchants located in 
towns of from five to ten thousand population. 

The store building that had been occupied by this 
firm for a number of years was destroyed by fire 
in 1918. Arrangements were made at once to re- 
build on the same site and Cliff Horrall began plan- 
ning the new store arrangement and fixtures as 
soon as the floor plans for the new building were 
finished. His efforts resulted in the production of 
an equipment that compares very favorably with 
more expensive installations and one which for sim- 
plicity and flexibility is rarely equalled. 

The present store building is 28 feet wide and 
165 feet deep, running through the block and front- 
ing on both Main and Market streets. At the Main 
street side there are two entrance doors separated 
by a center show window 6 x 8 feet. The show 
windows at the sides of these doors are rectangular 
in shape, their dimensions being 7 x 12 feet. 


At the Market street entrance there is one door,,. 
and the show windows are the conventional design. 
One feature of the Market street front is an 
entrance to the elevator from the street, the ele- 
vator being located at the side of the show window.. 
The firm occupies two floors and the basement. 


Using Stove Platforms Twelve Months Each Year 


During the summer months an attractive display 
of lawn-mowers, hose, freezers and water-coolers is. 
the first thing noticed when you enter the Horrall 
store. The display stand would never suggest 


stoves, yet stove platforms form the base for the- 


fixture. Two of these platforms, 30 inches wide, 
10 feet long and 7 inches high are placed together. 
A home-made table placed on the platform com- 
pletes the fixture shown by Fig. 1. The table is 
26 inches wide and 30 inches high. The quarter- 
round moulding that holds the mowers in place in 
the summer is ripped off the edges of the plat- 


forms; in the winter time the table is moved to- 


another part of the store to display roasters and 


base burners, and heating stoves grace the plat-. 


forms. This illustrates very effectively the flexi- 
bility of these fixtures. When the Horralls invest 
money in lumber they plan to use that lumber: 
twelve months in the year, and in most cases they 


do. 
“Thank You,” Says the Hanger Manufacturer 


How do you show hangers and track? Do you 
conduct your customer to the basement? Have you 
an unsightly display fastened to the front of some 
counter, or have you a plan that will equal the 
Horrall way? 

Fig. 2 shows how the Horralls appreciate the 
money that hanger manufacturers invest in mounted 


models. The second counter noticed in this picture- 


is built with a 7-inch recess and the mounted models 


are placed there. It is a simple little “kink”—- 
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after you have thought of it—but it certainly gets 
those cumbersome models out of the way and puts 
them where they will earn money. It requires but 
little imagination to hear the hanger manufacturers 
say “Thank You.” 


A Store Without Shelf Ladders 


A hardware store without ladders is out of the 
ordinary, to say the least. Whether the plan is a 
good one or not is open for discussion, but the 
Horralls like it. Their shelving does not extend 
to the ceiling—they hope it never will—and the 
only articles ever placed on top of the shelving are 
some very attractive palms. Thus any goods in the 
top section of shelving may be reached by standing 
on the ledge. Pipe is fastened to the lower section 
of shelving (a section of the pipe will be observed 
behind the showcase) and this forms a step. Heavy 
hand grips are fastened to the uprights of each 
division of the upper section of shelving. This en- 
ables salesmen to mount the ledge at any point and 
the proprietors claim that it saves the time re- 
quired to bring a ladder. 


A Rest Room That Is Used 


Another feature to which attention is called by 
Fig. 2 is the rest room. It will be noted that a 
large show card directs women to this rest room. 
An average of fifty women and girls use the Hor- 
rall rest room every day. The advantage of having 
this number of people enter the store will appeal 
to every merchant. Some men say that they can- 
not get customers to use their rest room. Cliff 
Horrall gives the following reasons why theirs is 
used: It is on the second floor, and is private; it 
is attractively furnished, chairs, a table and a 
lounge being provided and there are pretty pictures 
on the walls; the toilet accommodations are first- 
class; the room is kept scrupulously clean; no man 
is ever allowed to use the room for any purpose. 
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Mr. Horrall states that every one of these reasons 
is important. 

The shelving in this store was designed to meet 
the requirements of the trade. It will be noted that 
both sample doors and sample boxes are used. In 
both cases displays of the goods in the boxes or 
behind the doors assist both the customer and the 
salesmen, and improve the appearance of the store. 
The shelving was built in the store and supplied 
with Heller boxes. 


Handling Housewares at Horrall’s 


Housewares at Horrall’s occupy a section of 
shelving opposite that shown by Fig. 2. Just how 
they are arranged to appeal to the housewives of 
Olney is best told by the photograph of the display, 
Fig. 3 being a reproduction of this. The three pic- 
tures that have been mentioned show both sides 
and the center of the front half of the store. 

Of course open display stands are used in the 
housewares section and the goods on these stands 
are classified instead of being arranged indiscrimi- 
nately. The first stand (beginning at the front of 
the store) is used to show enamelware or aluminum 
goods. It is fitted with three steps so that no one 
article can be hidden behind another. When this 
photograph was made the firm was showing alumi- 
numware on this stand. The other tables which are 
seen in the same picture are used for the small 


articles that the housewife uses, or for such goods 


as ovens. There are three of these tables, each 
being 30 inches wide, 33 inches high and 6 feet 6 
inches long. 

The goods in the shelving are carefully classified. 
The first section is devoted to aluminumware, the 
next two, to high grade enamelware; then two for 
medium quality enamelware and the next two for 
cheap enamel, tinware, mops, polishing oils, etc. 

The officers of the firm are located next to the 




















Fig. 2—A section of the hardware department. Note how the hanger models are handled 
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Fig. 3—Handling housewares at the Horrall Company’s store. Open display stands are used for both the bulky 
und the small goods 


housewares section—everyone who goes to the office 
passes this section. In this connection attention 
may be called to a Horrall kink that is good. It 
will be noted that a chair is placed at the end of 
the counter right at the office. This chair -does two 


things—keeps people out of the office and keeps 


them from becoming impatient while the book- 
keeper is making out a statement or looking up a 


charge. That chair is worth much more than the 
space it occupies. . 

The other kink does not appear in the picture, 
but may be described. At the end of the house- 
wares shelving, between this shelving and the office, 
is a case containing Mazda lamps. A quick detach- 
able lamp socket is fastened on this case and con- 
nected to the wiring. Whenever a lamp is sold in 
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Fig. 4—T hirty-five rolls of wire and a large number of remnants may be carried in a small space by the use of 
this rack 
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Fig. 5—There are 230 bins in the top section of this case. 


Rules are nailed to the uprights for convenience im 


measuring bolts 


this store it is tested before being delivered and 
in this way complaints of defective lamps are elim- 
inated. 


An Excellent Screen Wire and Stove Pipe 


Screen wire presents a problem that merchants 
have spent much money trying to solve. There are 
almost as many ways of taking care of this stock 
as there are merchants. The Horrall way is rather 


new and is a decided improvement over the major- 
ity. The company uses a patent machine for meas- 
uring and rolling the wire and this is placed on 
a counter next to the rack. This same counter, by 
the way, holds the glass board and serves as a 
storage place for rope. 

The sereen wire rack has a frame of angle iron 
to which the cross sections are fastened. The cross 
bars are sawed out and lined with galvanized iron, 
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Fig. 6—This display of automobile accessories shows how the Horrall Hardware Company uses its show cases. 


The rod and bat racks are also of interest 
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forming a half-round trough that is a little more 
than seven inches at the top. It will be noted that 
this rack has a capacity of thirty-five rolls. The 
dimensions of the rack proper are thirty inches 
deep, four feet two inches wide and four feet two 
inches high. It is placed on a table that is thirty- 
two inches high. The space underneath the table 
top is divided into two sections, one of which is 
used for remnants of black wire and the other for 
remnants of galvanized wire. 

This rack is used to carry the stock of stove pipe 
during the winter time. 


Large Stock of Bolts in Small Space 


One of the fixtures of which Mr. Horrall is espe- 
cially proud is the bolt bin. This was carefully de- 
signed to accommodate the largest possible stock of 
bolts in a given amount of space. Since the bolt bin 
offers a problem for nearly all merchants a detailed 
description and the dimensions of this one are well 
worth preserving. 

The bin is twelve feet long and nine feet six 
inches high. The base is built in three sections, the 
first of which, thirty inches deep and seven inches 
high, is divided into twenty-one bins for long bolts. 
The second division is twenty-five inches deep and 
twenty inches high and is divided into six bins 
which are used for reserve stock. The third sec- 
tion is twenty inches deep and fourteen inches high, 
divided into six bins. This space was originally in- 
tended for reserve stock, but is not required at pres- 
ent for bolts, so it is used for greases. 

It will be noted that the base is so constructed 
that it forms steps which are used in reaching 
goods in the top section. The same type of hand 
grips used in other parts of the store are fastened 
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to the uprights in the bolt case. This eliminates 
the necessity of store ladders for the bolt bins. 

The top section contains 230 bins, all of which 
are ten inches deep. Boxes are used for all except 
the two top rows, it being found that the use of 
boxes at this hight necessitated their removal to 
take the goods from them. 

This bin accommodates a complete stock of car- 
riage and machine bolts, together with the washers 
generally carried by a retailer. It will be noted 
that standard lists are fixed to this bin for con- 
venience in pricing. Another kink is the use of 
rules nailed to the uprights. Instead of having to 
obtain a rule to measure bolts they are placed 
against the rules fastened to the shelving and the 
correct size immediately ascertained. 


Automobile Accessories Prove Profitable Addition to 
Lines 

The Horrall store does not have many show cases, 
but those that are used deserve especial mention 
for the way in which they are trimmed. Cliff Hor- 
rall gives particular attention to this work and his 
show windows and show cases always contain at- 
tractive displays. 

An accompanying photograph shows a fair sam- 
ple of the general appearance of the show cases in 
this store, automobile accessories being displayed 
in an attractive manner. This particular case is 
devoted exclusively to the accessory line and con- 
tains the assortment of motorists’ needs that is be- 
coming popular in hundreds of hardware stores. 

The Horrall Hardware Company has been carry- 
ing accessories for about a year, and in spite of the 
competition afforded by four garages finds the line 
a paying investment. A sidewalk tank pump was 
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The three Horralls—Left to right, Adelbert, office manager; Cliff, manager of the hardware department; Walter, 
manager of the tin shop and contract departments 
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installed when the original accessory stock was pur- 
chased, and an air compressor has since been added. 
These serve to bring the cars to the firm’s doors 
and no trouble is experienced in getting the car 
owners as far inside as the accessory case. 


Puncturing Precedent 


It is the general opinion that the hardware mer- 
chant in the small town cannot afford to have a 








K. D. Horrall, the founder of the Horrall Hardware 


Company 


modern store. Some consider it useless, others too 
expensive. The experience of the Horrall Hard- 
ware Company refutes both reasons. This store at- 
tracts trade because of the manner in which the 
goods are shown; it reduces the merchant’s cost of 
operation because he can handle his trade with less 
effort and time than would be required if his store 
was of the ordinary type. The fixtures that have 
been described are not expensive and they are both 
serviceable and practical. Indeed, there are very 
few hardware men who cannot adopt most of the 
ideas that have been given here and use them to 
advantage. 

The three Horralls may have punctured prece- 
dent by installing modern fixtures in a hardware 
store in a town of 5,000, but at the same time those 
same fixtures have padded profits. 


Death of David Mac Lean Parry 


AVID MAC LEAN PARRY died at Indianapo- 

lis, Ind., on May 12. Mr. Parry was 65 years 
of age and he was for four years president of the 
National Association of Manufacturers, being very 
much in the public eye a few years ago by reason 
of the uncompromising fight that he made against 
the American Federation of Labor. 

Mr. Parry went into the carriage making busi- 
ness in Rushville, Ind., in 1882, and when automo- 
biles became the fashion he organized the Parry 
Automobile Company and was president of the com- 
pany until 1911, when he retired from business. 
He was president of the Carriage Builders’ Na- 
tional Association, the Indiana Manufacturers’ 
Association and the Industrial Association of 
America. 

While president of the National Association of 
Manufacturers, Mr. Parry was boycotted by the In- 
dianapolis Central Labor Union. It was Mr. Parry 
who first suggested strike insurance to employers. 
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Exporters’ Encyclopaedia Company 
Issues New Edition 


bhp Exporters’ Encyclopaedia Company, 80 Broad 
street, New York City, has just issued the 
eleventh edition (1915) of the Exporters’ Encyclo- 
paedia, which contains much practical information 
concerning foreign trade. 

There is, for instance, an alphabetical index of 
countries of the world, and lists of steamship lines 
and agents. Other wanted information includes ap- 
proximate values of foreign coins; names of banks 
and bankers in foreign trade; bills of lading and 
their arrangement; cable rates; the commerce, in- 
dustries, etc., of each country; an explanation of 
commercial terms; information as to the consign- 
ment of goods; consular invoices, showing fac- 
similes and instructions; consular regulations in 
full for each country; names of consuls, both Amer- 
ican and foreign; contraband of war; conversion 
tables of foreign currencies; how to clear goods at 
the custom house; showing distances from New 
York; drawbacks on export shipments; export com- 
mission houses; the arrangement of foreign drafts; 
foreign postage rates; foreign weights and meas- 
ures with American equivalents; mail time to for- 
eign cities; marine insurance; metric weights and 
measures; minimum bills of lading for each coun- 
try; parcel post; packing for export; foreign postal 
money order systems; protection of trade-marks 
abroad; selling of American goods abroad; shipping 
routes from ports on the Atlantic, Gulf of Mexico 
and Pacific Coast; taxes on commercial travelers 
abroad, and war risk insurance. 

Manufacturers and merchants engaged in devel- 
oping foreign trade will find much of value in a 
shipping guide of this character, as failure to ob- 
serve prescribed conditions constantly results in 
fines, delays, annoyance to the customer, and com- 
monly loss of business. The book describes prac- 
tical routes to outports; whether a through bill of 
lading can be obtained, or if not which is the near- 
est port to which a through bill of lading will be 
issued; whether any consular regulations must be 
observed, together with their cost; what the trans- 
portation companies demand as to bills of lading, 
payment of freight and many other details abso- 
lutely necessary to successful foreign trade. 

Other features are whether freight must be pre- 
paid or otherwise; how many bills of lading are 
required, and what statements must appear there- 
on; whether hazardous cargo is carried; what the 
lowest cost is, for which a bill of lading will be 
issued to any port; whether “parcel receipts” are 
issued for small packages and the cost of them; 
practical routes from the United States to foreign 
countries; the direct ports of call; the frequency 
of sailings (or sailing days), the ports reached by 
transshipment and interior cities and how they are 
reached. The book contains 1150 pages and is cloth 
bound. 


Paint & Varnish Company Opens 
Albany Warehouse 


_ Forest City Paint & Varnish Company, with 
general offices at Cleveland, has opened a new 
Albany warehouse at 2 and 4 Norton street, where a 
complete stock of “Time Test” paints and varnishes 
will be carried from which prompt shipments will 
be made on all orders. 

















ARKANSAS DEALERS MEET IN 
LITTLE ROCK 


Price and Service Bureau Not Used—Mutual Insurance Great Success 


sas Retail Hardware Association was held 

Tuesday, Wednesday and Thursday, May 4, 
5 and 6, at Little Rock, Ark. The first meeting was 
held Tuesday afternoon, and was called to order by 
President Bracy. 

Mayor Charles E. Taylor of Little Rock delivered 
the address of welcome. After the invocation by 
the Reverend J. H. O. Smith, R. W. Shapleigh of 
the Shapleigh Hardware Company, W. M. Mills, 
sales manager of the Simmons Hardware Company, 
C. A. Darling of the Fort Smith Wagon Company 
and M. L. Corey, secretary of the National Hard- 
ware Association, gave short talks. 

KE. E. Mitchell, president of the National Retail 
Hardware Association, and W. P. Lewis, secretary 
of the Pennsylvania Hardware Association, were 
among the guests. Mr. Lewis gave a talk on in- 
surance from the standpoint of the hardware dealer. 
President Bracy delivered his annual address at 
the Wednesday morning session, which we repro- 
duce as follows: 


TT": sixteenth annual convention of the Arkan- 


Annual Message of President William F. Bracy 


.~ is with pleasure that I submit herewith my annual 

message covering the period of the past twelve 
months. 

It was quite a pleasure indeed, as well as a dis- 
tinguished honor, to have been the recipient of the 
presidency of this association. Unfortunately, how- 
ever, conditions have been materially different during 
my tenure in office from that of my predecessor, as it 
has unquestionably been an epoch-making year in the 
history of the hardware business. 

A few months subsequent to my election, one year 
ago, war was declared between practically all the Euro- 
pean countries and the effect of this war was imme- 
diately felt throughout this country by every business 
institution. Only a short time after the beginning of 
the war, both the retail and wholesale hardware busi- 
ness of this country, along with practically every other 
line of business, reached a standstill, and for several 
months there was a condition prevailing in this country 
that made the individual merchants of the country feel 
to a large degree the uncertainty of the future out- 
come, and for that reason there was a general depres- 
sion in business. It appears now from present condi- 
tions and from the most accurate information obtain- 
able from reliable sources, that the war will terminate 
some time during this year. This, however, is merely 
a speculation by those who have carefully observed con- 
ditions and it is not improbable that the war may be 
prolonged over a more lengthy period of time. 

The condition to which we refer as the European 
crisis has, in my opinion, brought about indirectly a 
result that will be of far-reaching consequence to the 
retail merchants of this country. I candidly believe 
that the individual retailers of the United States are 
more sensible of the heavy responsibility resting upon 
them, as distributors of hardware to consumers, than 
has ever been realized in the past. It has brought 
about an economic condition of affairs which will in 
my opinion ultimately result in great achievements 
for the merchant. We have all been taught a most 
valuable lesson, and that is, that we must curtail the 
operating expenses of our business. When conditions 
are prosperous, and there is an unlimited demand for 
merchandise, ofttimes we are inclined to grow ex- 
travagant in the daily expenditures of our business, 
but when we are confronted with the conditions which 
We are now experiencing it has a persuasive influence 
and directs our attention particularly to the small 


leaks of extravagance that within a period of one 
year’s time would, if saved, add considerably to the 
profit side of our ledger. 

There are various opinions being advanced by finan- 
ciers of this country with reference to the ultimate 
results upon this country after the termination of the 
war. The majority of expressions of able men who 
have ventured an opinion for the benefit of the public 
are optimistic and indicate that this country will im- 
mediately after the termination of the war, return to 
the most prosperous condition that we have ever ex- 
perienced. Should our merchants rely upon that theory 
it is entirely probable that we should be inclined to 
overload our stock accounts and to prepare adequately 
for what we anticipate as an exceedingly large demand 
for merchandise. In my opinion this it not the most 
practical thing for the hardware merchants of 
Arkansas to do until conditions materially improve. I 
believe that after the war terminates, should our mer- 
chants have low stocks, such as are on hand today, you 
will be able within a short time to procure from the 
manufacturers sufficient merchandise to meet the de- 
mands. At least we can appreciate the fact, as hard- 
ware merchants in the South, that there is no source 
from which a great volume of money may be obtained 
until after this year’s crop is marketed. Therefore, 
there will be a period of several months during which 
time we may patiently want a change in general con- 
ditions, and so I venture as a suggestion to the mer- 
chants of Arkansas, to confine your stock to sufficient 
supplies of merchandise to take care of your current 
trade, and speculate on future conditions as to your 
ability to procure the necessary merchandise to meet 
all future demands. We must appreciate the fact that 
when the war terminates there will be millions of 
people in Europe in poverty; those who are now being 
supported by the governments in time of war will be 
cut off from the government’s pay-roll and be wholly 
dependent upon their own earning capacity individually 
for a living. It is true there will be a great demand 
for supplies and merchandise of every character, but, 
upon the other hand, there must be something with 
which merchandise can be paid for. Individuals will 
not be in the same position that their respective gov- 
ernments are and for that reason I believe that our 
own manufacturers will be in position to supply our 
needs. 

The Hardware Association 


It has been a personal plecsure to me to see this 
Association grow and prosper as it has in the past. 
The hardware merchants of this state have long since 
realized that much more good can be accomplished 
through close association with each other than by the 
merchants conducting their business individually and 
obtaining no information with reference to economical 
merchandising. Associations and team work have 
built the strong institutions of this country. 

For example, you may carefully investigate the 
policies that surround the large manufacturing insti- 
tutions throughout the country, and you will find that 
there is an understanding with reference to the business 
policies pursued by the separate institutions and that 
each of them is advised as to the manner in which its 
competitor or neighbor manufacturer achieved success. 
For instance, one merchant in this state, a member of 
this association, may be operating a profitable store, 
selling certain brands of merchandise, from which he 
realizes a splendid profit. In another section of the 
state another member of the association may be selling 
this same brand of merchandise at a loss. Should 
such a circumstance exist there would be an oppor- 
tunity for the merchant making a profit to materially 
assist the merchant who is losing. Without the asso- 
ciation, with an established place of meeting, where 
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these men may be brought face to face, there would 
continue a condition that should not exist. 

The hardware merchants of Arkansas who for six- 
teen long years have sailed under the banner of this 
association, and who have remained loyal and steadfast 
to the organization, are the most successful merchants 
in the state today. There is not a hardware association 
in the entire National Association that is twenty years 
of age. Yet these splendid advantages gained and their 
organization has spread throughout the country until 
there is now gathered beneath the banner of the Na- 
tional Association forty-four states, with a membership 
totaling more than twenty thousand. In this connec- 
tion I desire to remind those present that there is an 
individual responsibility resting upon each mmber of 
the association, and we should by all means bring with- 
in the folds of this association our fellow hardware 
merchant who has not yet been made to understand 
its benefits. 

We are all in the hardware business for the purpose 
of making money. We expect a profit. And there are 
many ways whereby we may improve the conditions 
which have governed our business in the past, which 
will mean profits. As conditions improve new com- 
modities of commerce are placed upon the market, and 
likewise must our business change. We cannot do 
business on the same basis of twenty years ago. There 
are thousands of articles for which there is a universal 
demand that have been invented within the last three 
years, and we hardware merchants, if we propose to 
be up-to-date dealers in merchandise, must be on our 
job early and late, in order that we may procure for 
our business that which we are entitled to. 

Efficiency in store management, in my opinion, is 
indispensable. Large, attractive window displays 
prove profitable to a business. Well-arranged displays 
in the store, on the shelves and in show cases, mean 
much to the merchant. It is not always the quality of 
the merchandise on hand, but it is the manner in which 
it is displayed that appeais to the individual tastes of 
our customers. We must present our merchandise in 
such a manner as to reflect its quality and to favorably 
appeal to the appreciative senses of the customer. 

During my experience as a merchant I have found 
that the selling end of a business is one of the most 
important. Live, wide-awake salesmen are the back- 
bone of a successful business. They can bring to your 
store, trade that otherwise would get away. They can 
unload from your shelves merchandise that inactive 
salesmen would never move. This class of salesmen, 
however, are educated, they are brought up under a 
condition wherein the employer and employe are con- 
stantly in touch with each other, both upon the sales 
floor during business hours and after closing hours in 
personal meetings, which I think every merchant should 
have. 

The National Retail Hardware Association has or- 
ganized a Price and Service Bureau, which is for the 
specific benefit of the members of the different asso- 
ciations. There can be no question but that this idea 
is one of far reaching interest. Through the efficient 
mediums of obtaining information at the National 
office, they are in position to offer to the merchants of 
this country advantages which we as individuals could 
never possibly obtain. I think that every member of 
this association should avail himself of the Price and 
Service Bureau. It is supplied in connection with your 
membership and costs you absolutely nothing, and there 
can be no reasonable excuse why we as merchants and 
members of the association do not manifest an interest 
in this particular branch of the association. 


Mutual Insurance 


The question of hardware mutual insurance is thor- 
oughly understood by every member upon this floor, 
and it would be useless to go into a discussion of its 
value to us at this meeting. However, I believe that 
it is a matter that we should urge upon those who have 
not yet joined the association. It is an argument that 
will appeal to their business judgment and is one of 
the most profitable features of the association. It is 
maintained by hardware merchants exclusively and 
should command the serious attention of every mer- 
chant in this association. 
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Relationship Between Merchant and Farmer 


The hardware merchant of this country presents a 
most favorable attitude toward the farmer, and is in 
position to assist him materially in successfully carry- 
ing out the different policies of diversification that 
are being universally discussed. The one crop theory 
is fast fading away, and there is being substituted in- 
stead, in the rich, fertile lands of Arkansas, a plan 
of cultivation that has no limit. The soil owners of 
this state realize as never before the importance of 
casting aside the one article of production, and sub- 
stituting instead various articles of equal and in many 
instances greater value. The merchant who is thrown 
in daily contact with the farmer has the opportunity 
to discuss improved farming machinery which is of 
benefit to the merchant’s business and of untold assist- 
ance to the farmer. 

Get together and assist the farmer in finding a 
market for that which he produces, and in this way 
you will educate him to raise something other than 
cotton. Upon the production of the soil ultimately de- 
pends the success of the merchant. When the farmer 
is educated to the point that he can raise various crops 
for a profit he will reap a richer harvest from his labor 
and the money which he realizes will be spent with the 
merchant in the proper improvement of his farm. 
Therefore, I seriously urge the membership of this 
association to collectively join that great army of 
boosters who are endeavoring so hard to improve con- 
ditions in the rural districts of the state and to bring 
about a condition of affairs that will enable the pro- 
ducer to raise everything upon his own farm that he 
needs, with the exception of the hardware, which he 
must buy. 

Our association is deeply sensible of the distinguished 
honor conferred upon one of its members at the last 
meeting of the National Association, which was held 
in Indianapolis in May of last year. At that meeting, 
which was one of the most successful in the history 
of the association, E. E. Mitchell, of Morrillton, 
Arkansas, a loyal and enthusiastic worker of this asso- 
ciation, as well as one of our most successful merchants, 
was honored with the presidency of the National Asso- 
ciation. I am sure that each individual merchant of 
this state. feels indeed grateful to the National Asso- 
ciation for this honor, which not only came to the 
South for the first time, but which came to Arkansas 
and to our friend, E. E. Mitchell. We owe it to the 
National Association and to our National president, to 
have the most successful convention in the history of 
our state association, in order that our report may go 
to the National office as an honor to our National 
president. 

Traveling Salesman 


This organization is deeply sensible of the valuable 
assistance rendered it by the associate membership. 
We all recognize the fact that the traveling men who 
compose the associate membership of the Arkansas 
Retail Hardware Association take particular interest 
in association work, and are always ready and willing 
to lend a helping hand to any enterprise or suggestion 
that has for its purpose the upbuilding of the asso- 
ciation. My obseryation of this branch of the organ- 
ization is that the traveling salesman takes it upon 
himself to speak enthusiastically of the association and 
of its objects to the individual hardware merchants 
of the state upon whom he constantly calls. He is the 
messenger of commerce. He goes out into the territory 
from which the business is to be produced and the 
results of which constitute his livelihood. If he fails 
to produce that which his employer anticipates and 
feels that he should, within a short time, he is elim- 
inated and another man substituted in his place. There- 
fore, the position which he occupies necessarily re- 
quires a man of integrity and a man of ability. This 
condition of affairs will in my opinion never change. 
Therefore, the Arkansas Retail Hardware Association 
looks forward to having with it always these travelers, 
upon whom we can always depend for assistance and 
active work under all circumstances and upon all occa- 
sions. It is with much pleasure that I, as president 
of this association, whose term expires at this conven- 
tion, extend to this class of members the profound and 
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sincere appreciation in behalf of the association, and 
wish for you, one and all, continued success, both in 
your business and private life. 

I desire to call the attention of this convention to 
the fact that the exhibition which is put on in con- 
nection with this convention is one that should be 
carefully considered, and favorably so, upon the part of 
the individual membership. Those who have seen fit 
and proper to contract for space upon the exhibition 
floor, and to make a display of their wares, goods and 
merchandise, are entitled for their work and their 
efforts, a visit from each member at this convention. 
I want to impress upon you the importance of paying 
the proper attention and consideration to these dis- 
plays. As long as we as an association ask that they 
exhibit with us, we owe it to them to manifest the 
proper interest in the display. Therefore, I trust that 
at the conclusion of this convention there will be no 
complaints on the part of the exhibitors as to lack of 
interest upon our part. Let us fulfill our obligation in 
every particular; then there will be no excuse for any 
complaint. 

It is not my purpose to make my report too lengthy. 
However, I desire to say in conclusion that I look back 
over my experience in convention work with a great 
deal of pleasure. Some of the most pleasant days of 
my entire life have been spent upon the floor of this 
convention. I have always appreciated and enjoyed 
the enthusiastic meetings, which we have held, and 
as we approach now our seventeenth year in association 
work, I feel that we all have a great deal of which 
we may be truly proud. I think we are a better class 
of merchants than we otherwise would have been; I 
think the rank and file of this membership are far 
superior from the standpoint of ability as successful 
merchants, than they would have been without organ- 
ization. It stands to reason that when working to- 
gether for mutual gain, we are bound to go forward. 
Ofttimes people are inclined to feel that all has been 
accomplished that is necessary. But conditions are 
quite different in the hardware business. There is no 
merchant who ever attains the highest point in his 
business career that is in store for him. A man har- 
vests that which he sows. If he puts enthusiastic in- 
terest and his time, skill and information into the hard- 
ware business he is bound to reap results. But upon 
the other hand, if he conducts his business in a careless, 
unbusinesslike manner, failure will await him at the 
end. 

Again I extend to you my sincere thanks for the 
honor conferred upon me, as president of this asso- 
ciation, and wish for each and every one of you a 
prosperous and happy year. 


The report of Secretary Owens followed. Mr. 
Owens said in part: 


NE year ago, when the fifteenth annual convention 
adjourned, I concurred in the opinion of prac- 
tically the entire membership of the association that 
the coming twelve months would be the most success- 
ful in the history of the association. Our anticipations, 
however, were seriously hindered with the declaration of 
war in practically all European countries, or at least in 
the greater percentage of countries that contribute 
so largely to the commercialism of the world. Substan- 
tial business interests of this country, immediately 
after the outbreak of the war, adopted standstill polli- 
cies in business which seriously interfered with the 
progress that the association anticipated. The work 
of the association, however, for the past twelve months, 
has been, in my opinion, of untold benefit to the retail 
hardware merchants of the state, especially to its 
membership. 

At the last hardware convention, as you perhaps 
distinctly recall, it was announced at the convention 
by the vice-president of the National Association, who 
is now president, that the National office at Argos, 
Indiana, had installed for the benefit of the member- 
ship of the various state associations, a Price and Ser- 
vice Bureau, and it was strongly urged at that time 
that the membership of the association should care- 
fully investigate the advantages offered by this fea- 
ture of the National office, and the argument was ad- 


Hardware Age 


vanced upon the floor of this convention at that time, 
that within a year’s time this body of hardware mer- 
chants could be able to, at least in some measure, ac- 
curately determine at this convention the success of 
the Price and Service Bureau. It is with a great deal 
of regret upon my part that our membership has not 
taken to the Price and Service Bureau as enthusiastical- 

















Grover T. Owens, secretary 


ly as I think it should. There can be no question but 
that the efficient force maintained at the National office 
and which is in close touch with the market throughout 
the country upon practically every line of merchandise 
sold by the retailer, is in position to render valuable 
assistance to the individual merchants. The successful 
merchant of this association is vitally interested in 
the purchasing of merchandise, and especially in the 
purchasing of merchandise on a basis wherein he can 
compete with all legitimate competition, and at the 
same time maintain for himself a margin that is not 
only self-sustaining but a profit-bearing margin as 
well. 

I dare say there is not a hardware merchant in 
Arkansas today who is not ambitious to dispose of his 
goods at a profit, and who looks forward to the end 
of the year with the fond anticipation that he will 
be able to declare a handsome dividend as a monument 
to his year’s work. Therefore, with his mind concen- 
trated upon this idea, encouraged by the enthusiasm 
that is characteristic of all retail hardware merchants, 
his mind logically turns to safe and sound business 
policies that will enable him to declare a dividend. 


It cannot be urged that there is not a broad variance 
in the schedule price of merchandise that is being sold 
not only by the jobbers but by the manufacturers. 
Every hardware merchant in this association recognizes 
the variations that occur and that exist, therefore it 
behooves us as merchants to look closely into conditions 
and to ascertain the sources from which the best prices 
are obtainable. As a matter of fact, if you can buy 
a standard brand of merchandise at a price that will 
enable you to compete with legitimate competition, 
you are certainly interested in that source of supply. 
Therefore, in order that you may more accurately de- 
termine whether or not you are buying merchandise at 
the correct price, you should by all means avail your- 
selves of the Price and Service Bureau. 

Various circular letters have been sent from the 
office of the secretary, directing the attention of the 
membership of this work, and it has been strongly 
urged that as a test proposition inquiries be sent to 
the National office upon the various articles of mer- 
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chandise in which the merchant was interested. The 
report from the National office, however, indicates 
most conclusively that our membership has not en- 
couraged this work very extensively. 

It appears from the amount of inquiries that are 
received in our office that the insurance question is 
growing enthusiastically each year, and that from time 
to time additional members of this association are being 
added to the list of merchants who are making large 
savings on their insurance annually. During the last 
two or three years our membership has unfortunately 
suffered several fire losses, and in each instance the 
merchant has been largely protected by mutual in- 
surance. Our record indicates that each individual 
loss has received prompt and careful attention upon 
the part of the insurance companies, and that an ade- 
quate and satisfactory adjustment has been the con- 
sequence. 

With this record the association is in a better position 
today to recommend hardware mutual insurance to 
the merchants of the state than we have ever been 
before. There can no longer be any suspicion attached 
to the ability of Mutual Companies, or to the disposition 
upon their part to make adequate and satisfactory ad- 
justments in all instances. 

The Merchants’ Underwriters of Fordyce, which has 
been the official organization for the state hardware 
association for several years, has continued its efforts 
in the field and their report this year indicates that 
their business has increased practically 100 per cent. 
on hardware risks within the last two years. In two 
or three instances during the past twelve months some 
of our members have sustained losses which were pro- 
tected by policies in the Merchants’ Underwriters. 
Their adjustments have been prompt, and thus far 
we have not heard a single complaint, but, upon the 
other hand, those who have suffered losses speak en- 
thusiastically of the Merchants’ Underwriters. 


Therefore, I trust that the membership of this asso- 
ciation will appreciate the attitude of the Merchants’ 


‘Underwriters, and will continue in an effort to in- 


crease the volume of business which our membership 
is carrying with this company until we reach the mini- 
mum of $25,000 in premiums annually, at which time 
we will be in position to receive larger dividends. I 
think the plan of the Merchants’ Underwriters is thor- 
oughly understood by the membership of this associa- 
tion; and I think that it will be a splendid proposition 
for this organization to work earnestly and continually 
in an effort to reach the required volume. 

The recent legislature, which has just adjourned, 
had various measures pending before it, some of which 
materially affected the interests of the hardware mer- 
chants. However, I do not think that any measure 
passed by the recent session would in any way jeopard- 
ize or interfere with the interests of the retail hardware 
business. 

There was a bill pending, however, that had for its 
purpose the repeal of the Actuarial Bureau. Quite a 
good deal of agitation existed, both for and against 
the passage of the act. It appeared from the fight that 
was waged upon this bill that those seeking its repeal 
were not willing to consent to any modification of the 
present law, but stood squarely upon the policy that it 
should be repealed in its entirety. The mutual hard- 
ware companies were opposed to the repeal of the law, 
but would accept a modification of it. It was pointed 
out to those who led the fight that it would possibly 
be to the best interests of the people of the state to 
maintain the bureau itself, but that the rating board 
should be under the direct supervision of the state 
insurance department, in order that we could have a 
board that would have for its purpose the making of 
rates, and the interests of the people would be protected 
by state officials, whose sworn duty it was to look after 
the people’s interests. But no agreement of this char- 
acter could be reached, as it was either kill the bill or 
let it stand. As a result, the bill that had for its 
purpose the repeal of this measure, failed to carry, 
consequently the Actuarial Bureau remains unmolested. 

However, in this connection I want to say, in regard 
to legislation, that there were so many bills pending 
that attracted quite a good deal of attention upon the 
part of the senators and representatives, that it was 
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almost a matter of impossibility to get any member 
to listen to a business measure. Practically all of 
their time was consumed in looking after pet hobbies 
of their own. Previous to the next General Assembly, 
however, I think this association should have a legis- 
lative committee for the purpose of investigating such 
measures as this association is interested in, and work 
together with concentration of thought, time and 
energy, in an effort to secure the passage of such legis- 
lation as we need. 

It was mentioned at the last convention that various 
mail order houses had shipped to Little Rock for dis- 
tribution from the local office here, several cars of 
catalogs. Upon investigation this report was found 
to be correct. It appears that under the ruling of the 
Post Office Department at Washington that Little Rock 
has been made the distributing point for Arkansas, 
Louisiana and part of Oklahoma and Texas, and that 
mail of this character is permitted to be shipped by 
freight to the local office here for distribution. While this 
is very unfair to the merchants of this state, and is 
of such a nature as to create considerable complaint 
upon the part of our merchants, at the same time, in 
view of the fact that these people are proceeding under 
the Federal law that permits this, I can conceive of 
no way whereby it can be interfered with. I under- 
stand that something like twenty-five cars of catalogs 
were mailed from Little Rock within the past twelve 
months. I presume under the practice that this will 
continue. But I think this convention should discuss 
ways and means whereby the merchants of this state 
may more effectually combat this character of compe- 
tition, because it is a question of material importance 
that affects directly the success of our organization 
from the standpoint of merchandising. 

There are a great number of men in Arkansas 
eligible to membership in this association who should 
belong. In this connection permit me to suggest that 
if each member of this association would resolve within 
his own mind that he would within the coming year 
secure one new member for this association, we could 
with but little work double this membership within 
one year’s time. I dare say there is not a member in 
good standing in this association but knows of one 
competitor eligible to membership. You will bestow 
upon the association one of the greatest acts of kind- 
ness at your command if you will but assist us in swell- 
ing the membership. It stands to reason that if the 
association is beneficial—if an organization of hardware 
merchants is for the uplifting of business conditions— 
then it is logical to assume that the stronger our 
association is, the larger its membership, the more 
benefits to be derived. 

Suppose, for instance, that every retail hardware 
merchant of Arkansas was a member of this associa- 
tion, what a power could be wielded in the hardware 
business! We would then be in position to stand upon 
our rights and to demand that which we are entitled 
to, and cast aside that which we do not want. If for 
any reason the policies then pursued were unsatisfac- 
tory to others, they would not be in position to walk 
over and line up a competitor. There is one town in ~ 
Arkansas, with which I am quite familiar, in which 
every merchant in it belongs to the association, and 
it is remarkable the friendly feeling that exists between 
those merchants. 

A great deal of enthusiasm prevailed during the 
question box. Many questions were discussed, one 
of the most important o:’ which was the buying and 
selling of merchandise. The officers for the coming 
year are president, R. P. Young, Stuttgart; vice- 
president, H. M. Harkins, Monticello, and secre- 
tary Grover T. Owens, Little Rock. 

The executive committee consists of K. J. McRae, 
Hope; S. S. Glover, Lonoke; W. T. Oberst, Blythe- 
ville; J. C. Miller, Leslie; W. C. Beaty, Newport. 

A baseball game was held on Wednesday and 
other entertainments were provided for the mem- 
bers by the committee in charge. 

Much interest was shown in the exhibits. A 
number of representatives of foreign and local 
manufacturing companies and wholesale houses 


were present. 
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Rochester Firm Shows Attractive 
Windows 


Tye windows shown by Weed & Co., Rochester, 

N. Y., are herewith reproduced. The window 
trimmer, R. E. MacDonald, prepared the one show- 
ing nurserymen’s supplies for display during a con- 

















Nurserymen’s supplies are well featured in this window 
of Weed & Co., Rochester, N. Y. 


vention of New York State fruit growers, which 
brought great results in the nurserymen’s line of 
tools. The back of the window was covered with 
green crepe paper, also sample board; the floor 
was covered with red, which made a very attractive 

















Window display arranged by R. E. MacDonald, window 

trimmer for Weed & Co., Rochester, N. Y., which 

brought good results in this line of gray enamel ware. 
The color scheme was white and green 


showing in colors. The display consisted of saws, 
pruning shears, pruning knives and grafting knives, 
grafting wax, tree calipers, etc. The show card 
writing in both windows was also the work of R. E. 
MacDonald. 


THE CUBA KNIFE COMPANY, Cuba, N. Y., has been 
incorporated by G. L. Robinson, C. A. Wheeler and H. 
P. Morgan to manufacture pocket knives, kitchen cut- 
lery, etc., with a capital of $25,000. 
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Fiftieth Anniversary of the F. W. 
Heitmann Company 


fees F. W. Heitmann Company, Houston, Texas, 
has just passed the fiftieth anniversary of the 


founding of the business, which was established in 


1865. 

It was founded by F. W. Heitmann and was in- 
corporated in 1903, styling itself the first exclusive 
iron dealer in Texas. 

The present officers are F. A. Heitmann, presi- 
dent; T. C. Lorenzen, vice-president; J. W. Dittmar, 
vice-president, and H. A. Neumann, secretary-treas- 
urer. The board of directors consists of the officers 
mentioned, together with F. Fourcade. 

The company is circulating a handsome little 
souvenir booklet containing the portraits of the 
founder and President Heitmann. 


Cleveland Association Holds 
Regular Meeting 


At the regular monthly meeting of the Cleveland 

Retail Hardware Association, Cleveland, Ohio, 
held May 14, interesting talks on salesmanship were 
given by T. L. Ray and H. F. Sauer, of the Peck, 
Stow & Wilcox Company. The meeting was an 
open one, to the extent that salesmen employed by 
members were invited, and the attendance was 
large. Mr. Ray took for his subject “Creating 
Sales by Observation.” Mr. Sauer spoke on “Qual- 
ity in Good Tools,” and used a number of mechanics’ 
hand tools made by his company to illustrate various 
points in his talk. 


Penn’s Human Automaton 


UNIQUE and novel method of assisting the 
sales of retail hardware dealers is being 
used by A. C. Penn, Inc., 100 Lafayette street, 
New York City. The Penn organization has se- 
cured the services of Lewis Glassman, the “human 
automaton,” who is known professionally as 
“Glason.”” Mr. Glassman is known all over the 
country and he holds a record of remaining in one 
position for four hours without winking an eyelid. 
“Glason” is stopping at representative hardware 
stores throughout the country for from two to 
three days. Those dealers who have secured him 
as an attraction are advised in advance of his 
arrival by A. C. Penn, Inc., the manufacturer sug- 
gesting that the dealer utilize his newspaper adver- 
tising to announce “Glason’s” arrival and thus 
secure a good attendance on the first day that he 
is in town. For local newspaper advertising single 
and double column electrotypes are furnished, to- 
gether with window stickers and pamphlets bearing 
the dealer’s imprint. ‘‘Glason” also carries with him 
a number of suitable display cards. 

That this means of boosting sales is very effec- 
tive is evidenced by a remark made by Mr. Penn 
to a representative of HARDWARE AGE in a recent 
interview. Mr. Penn said, “This is the most suc- 
cessful advertising stunt we ever tried. I only 
wish that I might have six more like ‘Glason.’ I 
could use all of them to good advantage.” At every 
store where the “human automaton” has appeared 
the sales of Penn razors have jumped in remarkable 
fashion. This accomplished artist has created much 
enthusiasm, and the originality and effectiveness 
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A crowd watching “Glason” the “human automaton” demonstrate Penn safety razors in the show window of the 
Jamestown Hardware Company, Jamestown, N. Y 


of this sort of advertising keeps on creating sales 
even after “‘Glason’s” visit is over. 

Another point worthy of mention in this con- 
nection is that the “human automaton’s” perform- 
ance is so interesting that the dealers at whose 
establishments he has given demonstrations have 
received a great deal of free publicity from their 
local newspapers. The following news item, which 
is reproduced from one of the local newspapers of 
Jamestown, N. Y., shows how much interest the 
“human automaton” aroused in that city: 


PEOPLE ARE PUZZLED 


“Human Automaton” in Window of Jamestown Hard- 
ware Company Draws Large Crowds 


Is he real, or just an automaton? That is the ques- 


tion that has been puzzling the people who have seen 
the novel demonstration of the Penn safety razor in 
the window of the Jamestown Hardware Company. 
The wax-like figure is really human and bears the name 
of Lewis Glassman, known professionally as “Glason.” 
Mr. Glassman is famous from one end of the country 
to the other in this line of work. He holds a record 
of remaining in one position for four hours without 
winking an eyelid. 

“My audience is more interesting to me than I am 
to them,” said Mr. Glassman. “Often I overhear dis- 
cussions as to whether I am real or wax and just when 
the climax of the argument is reached and a wager is 
about to be made, I will solemnly wink at one of the 
party and to note the expression of surprise that comes 
over his face is worth more to me than any mere words 
of praise.” 
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A closer view, 


showing the “human automaton” demonstrating at George C. Winter’s store, Southbridge, Mass. 
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WASHINGTON NEWS 


President Wilson’s Note Receives Unstinted Praise, Regardless of 
Partisan Bias—Parcel Post Packages May Be Taxed 


By W. L. CROUNSE 


WASHINGTON, May 17, 1915. 


HE eyes of the world have been upon 
Washington throughout the past week and 
the awful catastrophe by which more than a 
hundred Americans lost their lives in the sinking 
of the Lusitania by German submarines has over- 
shadowed every other topic here. President Wil- 
son’s note to the German Government, demanding 
reparation on behalf of the survivors of the dead 
and guaranties that the German Government will 
put an end to an inhuman system of warfare which 
is universally condemned by the civilized peoples of 
the earth, has received unstinted praise from every 
quarter, without the slightest regard to partisan 
bias. Indeed, it is significant of the spirit actuat- 
ing Americans at this time that ex-president Taft, 
Mr. Wilson’s Republican predecessor, should have 
paid the highest possible tribute to the dignity, the 
clarity, unanswerable logic and firm determination 
which characterized the President’s remonstrance. 
In spite of the extraordinary conditions, which will 
make it a matter of no little embarrassment for the 
German ministry to abandon the policy reflected in 
the course of the recent submarine warfare, it is 
firmly believed here that the Kaiser will meet the 
President in a reasonable and friendly spirit and 
that it will not be necessary for the United States 
to resort to any extreme measures for the protec- 
tion of its citizens. 

Rumors that the President will call Congress in 
extra session to enact laws increasing his author- 
ity to meet emergencies that may arise, and espe- 
cially to provide a fund to enable the Executive to 
take prompt and comprehensive measures, either of 
an offensive or defensive character, have been cur- 
rent throughout the week, but at this writing it is 
the best opinion that Congress will not be brought 
to Washington unless the President’s note is sum- 
marily rejected. The condition of the Treasury, 
however, is most disquieting to the administration 
and a special session, well in advance of the regu- 
lar convening of Congress next December, should 
not surprise any one. The cash balance, which has 
rarely been allowed to sink below $50,000,000 in the 
past thirty years, is today but little more than $15,- 
000,000 and with customs collections steadily 
dwindling and heavy inroads upon the internal 
revenue, due to the spread of the prohibition move- 
ment, it can only be a question of a short time before 
new revenue laws will be necessary. Chairman 
Stone, of the Foreign Relations Committee of the 
Senate, and one of the most active members of the 
Finance Committee, is in Washington and has had 
several conferences with Treasury officials concern- 
ing the outlook. Many suggestions have reached 
Washington as to how additional revenue may be 
procured and when Congress takes up the question 
it is believed there will be some radical departures 
from fiscal policies heretofore pursued. 


May Tax Parcel Post Packages 


From several sources the suggestion has reached 
the Finance and Ways and Means committees that 
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Congress, in an early revision of the revenue laws, 
should impose a tax on parcel post packages. Ac- 
cording to an official statement recently issued by 
the Postmaster General, the department, during the 
current fiscal year, will handle upwards of 800,000,- 
000 packages, so that, if the suggested tax of 1 cent 
per package should be levied, the government would 
secure the handsome sum of $8,000,000 from a 
source heretofore quite overlooked. Where the bur- 
den of such a tax would fall is clearly shown by an 
extract from the now famous Bristow report on the 
parcel post service, presented to the Senate at the 
last session. After stating the astonishing fact that 
New York City and Chicago, which had dispatched 
more than one-half the total number of parcel post 
packages mailed during the last year, received but 7 
per cent. as many as they sent out, the report says: 

“The tremendous amount of merchandise sent out 
by the mail order houses of these cities is, of course, 
the explanation of this condition. The amount, 
moreover, of the parcel post business which orig- 
inates in these two offices is greatly in excess of that 
shown by the reports of the postmasters, because 
large houses in these cities ship by freight their 
catalogs and great quantities of their merchandise 
to many distributing centers, such as Jacksonville, 
Fla., Little Rock, Ark., Evansville, Ind., Cedar Rap- 
ids, Iowa, Salina, Kans., Augusta, Me., Hatties- 
burg, Miss., Jefferson, Mo., and Billings, Mont., and 
the catalogs and merchandise are then distributed 
through the mail by these smaller offices and are re- 
ported to the committee and to the department as 
mail originating in these offices because there is 
where they first enter the mail, although the ship- 
ment really originates in New York City or Chi- 
cago. The detailed statement of parcel post busi- 
ness by post offices, appended to this report, which 
shows the distribution. of parcel-post business, 
leaves no room for doubt that the mail order houses 
patronize the parcel-post service to a far greater 
extent than all other industries or business con- 
cerns. It appears, indeed, that the volume of parcel 
post business from this source exceeds that re- - 
ceived from all other sources combined, including 
not only all business concerns that use the mails but 
all individual citizens as well.” 

In view of the fact that the mail order houses 
are thus shown to be the greatest beneficiaries of a 
service which the government—the Postmaster- 
General to the contrary notwithstanding—is now 
conducting at a heavy loss, there would appear to 
be genuine poetical justice in calling upon them to 
make this contribution to the support of the govern- 
ment in these trying times. 

It is an interesting coincidence that a tax of 1 
cent has been imposed on each letter and post card 
mailed in Canada for delivery in the Dominion, the 
United States, or Mexico, and on each letter mailed 
in Canada for delivery in the United Kingdom and 
British possessions generally, and wherever the 2- 
cent rate applies. This tax became effective April 15 
last. In event of failure of the sender to prepay 
the war tax on each letter or post card as specified, 
it is sent immediately to the nearest branch dead- 
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letter office. A war tax of 1 cent is also to be levied 
upon postal notes and a tax of 2 cents on money 
orders issued in Canada, irrespective of their 
amount. Why should not the United States follow 
Canada’s example to the extent of imposing a small 
tax on the subsidized parcel post? 


Rural Free Delivery 


Retail merchants in all lines will learn with mis- 
givings that the Postoffice Department has adopted 
a new policy for the extension of the rural free de- 
livery service, the prime object of which is the in- 
stallation of as many new routes as Congress can 
be induced to provide for, regardless of whether 
there is any demand for the service or not. Ina 
bulletin announcing this new departure, the Post- 
master-General says: 

“As the next step toward the expansion of the 
postal service on terms of equality throughout the 
United States, the Postmaster-General has directed 
his fourth assistant, who has charge of rural de- 
livery service, to provide for the extension of de- 
livery to all patrons reasonably entitled to it, re- 
gardless of whether or not a petition for the service 
is on file in the department. This introduces a 
new policy in the administration of postal affairs. 
The department, therefore, will move for the ex- 


tension of postal facilities and not wait for requests _ 


therefor. Investigation will be made to ascertain 
the localities where necessity justifies the establish- 
ment of new routes or the extension of old ones.”’ 

With a postal deficit for the current fiscal year, 
estimated in some quarters at no less than $20,000,- 
000, conservative business men will wonder how 
the Postoffice Department can hope to finance such 
an extraordinary policy as that above outlined. The 
explanation is a simple one. Every dollar spent in 
the extension of the rural free delivery service is 
disbursed, not in the big business centers where it 
would be merely a few drops in a big bucket, but 
in some congressman’s district and in the payment 
of salaries to some congressman’s constituents. The 
result is what might be expected, namely, the perfec- 
tion of a well-oiled, beautifully running machine for 
grinding out appropriations for this particular 
branch of the postal service. No more efficient sys- 
tem of log-rolling was ever devised than the rural 
free delivery service. Every congressman wants 
jobs for his constituents. Rural free delivery car- 
riers’ jobs are very desirable in every rural section. 
The only way more of these jobs can be provided is 
to appropriate more money for the rural free deliv- 
ery. The result is that this service, established in 
1897 with an experimental appropriation of only 
$10,000, will cost for the current fiscal year the 
stupendous sum of $53,000,000. In eighteen years, 
therefore, the cost of this service has far out- 
stripped that of the city free delivery service, 
which was established in 1863, and which for the 
current fiscal year will call for a disbursement of 
only $43,006,000. 

No retail merchant needs to have his attention 
drawn to the fact that the expansion of the rural 
free delivery service has been coincident with the 
development of the giant mail order houses and 
has served as a willing missionary for the distribu- 
tion of catalogs, and—especially since the institution 
of the parcel post—as a cheap delivery system for 
mail order merchandise. It is a hard pill to swallow, 
however, that, according to official figures, the total 
revenue from rural routes has averaged only about 
30 per cent. of the cost of this service, so that of the 
enormous sum now annually expended for this pur- 
pose 70 per cent., or about $37,000,000, is saddled 
upon the taxpayers at large, while about 20 per 
cent. of the population of the country enjoy a serv- 


Hardware Age 


ice costing more than three times what they pay 
tor it. 
Cummins Amendment 
Few opinions handed down by the Interstate 
Commerce Commission within the past dozen years 


have been of greater importance to the shippers of 


the country than the elaborate report just made pub- 
lic here upon the question of the scope and meaning 
of the so-called Cummins amendment to the inter-. 
state commerce act, passed at the recent session of 
Congress and becoming effective June 3. This act 
prohibits the making of contracts between carriers 
and shippers which limit the carriers’ liability for 
loss or damage to property transported and, inas- 
much as the uniform bill of lading now in use on its 
face permits the railroads to increase by 10 per cent. 
the published rates in all cases where the shipper 
stipulates the payment of full value, the represen- 
tatives of the principal carriers have claimed that 
the Cummins amendment operates automatically to 
increase existing rates 10 per cent., although dis- 
avowing any intention of making such increase at 
this time or until experience has determined the 
amount of the increased risk. In its report the 
Commission takes issue squarely with the railroads 
in their construction of the Cummins amendment; 
denies that Congress intended that any increase in 
rates should result; holds that all claims for loss 
or damage shall be based on the full value of the 
property “at the time and place of shipment’; as- 
serts that the shipper is bound by any representa- 
tions he may make as to the value of goods hidden 
from view by wrapping, boxing, etc.; decides that 
the law applies to the transportation of baggage, 
whether it be ordinary passengers’ luggage or the 
sample trunks of traveling men; rules that it does 
not apply to export and import shipments and, 
finally, holds that shipments by express are also 
embraced within the scope of the new statute. 
Notice is given by the Commission that a special 
order covering the application of the Cummins 
amendment to express shipments will be made in 
connection with the Commission’s decision regard- 
ing rates and practices of express companies, which 
will be handed down in the near future. 

That the opinion regarding the construction of 
the Cummins amendment shall not appear to be an 
arbitrary ruling dealing unjustly with the carriers, 
the Commission adds that “if in the proper manner 
and the proper proceeding it shall be made to appear 
that, with regard to any commodity or commodities, 


_the existing rates do not afford the carriers proper 


compensation for the services they perform and the 
risk which is imposed upon them, it could hardly be 
denied that the rates on such commodities might 
properly be increased in a sufficient amount to prop- 
erly compensate the carriers for their added risk 
and liability.” 

While the principal railway systems of the coun- 
try are prepared to accept the Commission’s opinion 
and to adhere to the minimum rates now in force, it 
is expected that both the uniform and standard 
bills of lading in use will be amended in important 
particulars and in anticipation of this the Commis- 
sion, in its opinion, after calling attention to the fact 
that it is impossible that the statutory thirty days’ 
notice of such changes shall be given in time for the 
modifications to take effect when the law goes into 
force on June 3, grants permission to all carriers 
to make effective on that date, upon not less than 
three days’ notice, all amendments to bills of lading, 
classifications and rate schedules which eliminate 
provisions or rules that are in conflict with the 
terms of the new law, provided no such amendment 
has the effect of increasing any rate or charge for 
service. 


























A display that will interest vacationists and automobilists 


HE merchant who secures the greatest value 
from his show window advertising is invari- 
ably the man who displays seasonable mer- 

chandise. Now is the time to figure on the dis- 
playing of material of interest to automobilists and 
vacationists. 

Under this heading would come the food jars, and 
our illustration shows a simple and practical sug- 
gestion which the Bartlett Vacuum Jar Company 
sends out to the dealers to assist them with their 
display plans. If you will carefully study this pho- 
tograph you will see that very few fixtures are 
required to secure this well-balanced arrangement. 
If you do not have suitable pedestals as illustrated, 
ordinary boxes will answer for the purpose, provided 
they are covered with material such as crepe paper 
or fabric. 

In the lunch case which is shown on the standard 
in the rear, immediately under the large sign, you 
will note that a light lunch is partially unpacked. 
One or two pieces of fruit and some small tissue 


63 


paper packages to represent sandwiches are all that 
is necessary, and small luncheon napkins will add a 
dainty touch. 

On the right is placed a jar with its open end 
resting on the edge of an ordinary coffee cup. This 
is to give a clear idea of the jar’s pouring lip, by 
which all drops will be caught and none allowed to 
run down the side. 

On the left is a jar ready to have some solid food 
taken from it with a spoon, the bowl of the spoon 
being directly in the neck of the jar to indicate that 
a large spoon will readily go in it. 

At the extreme right of the display is a jar en- 
tirely taken apart to show the sanitary construction, 
with the cushion cone spring and spring rings which 
hold the jar filler in place. Note how one of the 
holders is so placed that a person looking at the 
window can see directly into it and get a clear idea 
of how the holder looks with everything in place 
ready to receive the glass filler. 

Suitable cards placed throughout the trim call 
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Card lettered with Soennecken pen. The illustration is 
taken from a HARDWARE AGE advertisement of the 
Maytag Company, Newton, Iowa. 


attention to these particular merits. It is attention 
to details of this character that makes a display a 
success from a selling standpoint. 

The Show Cards 


We wish to especially call your attention to the 
show card worded “Excelsior.” This card is made 





Actual Size of Pen and Strokes. 














The new speed pens 


throughout with the new speed pen. Our accom- 
panying cut shows the construction of this pen, and 
we wish to call your particular attention to the disk 
ends which make a uniform stroke no matter at 
which angle or direction the pen is moved over the 
paper. 

This pen promises to take the place of the payzant 
pen, which has been described under this heading in 
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Card lettered with the new speed pens. The illustration 
is taken from a HARDWARE AGE advertisement of the 
Wright Wire Company, Worcester, Mass. 


Hardware Age 


HARDWARE AGE. The speed pen has a number of 
points in its favor over the payzant. The chief 
asset is that it can be dipped directly into the ink, 
thereby eliminating the filling of the reservoir, 
which is required with the payzant pen. It is also 
much cheaper in its price. The payzant pens are 
about $1 each at retail, while the disk speed pens 
retail from 10 to 15 cents, according to size. 

By carefully studying the pen reproductions you 
will notice that each one of these pens is equipped 
with an ink retainer. They may also be used with 
any color of ink. Considering the fact that they 
save time, they are more practical for card writing 
purposes. 

The “Excelsior” card was made throughout with 
the new speed pen, using three different sizes. 


Advertising Clubs to Convene 


HICAGO will be the scene of the eleventh annual 

convention of the Associated Advertising Clubs 

of the world which meets June 20 to 24. This great 

gathering of business men to discuss common prob- 

lems and to advance truth in advertising promises 
to hold a unique place in the events of the year. 

President Wilson, war conditions permitting, will 
head the list of speakers. The Hon. William Jen- 
nings Bryan, John H. Fahey, president of the 
Chamber of Commerce of the United States; Henry 
Watterson, George Horace Lorimer, editor of the 
Saturday Evening Post, and Arthur Brisbane are 
among others of national prominence who are to 
address the sessions. On the Sunday preceding the 
formal opening of the convention fifty business men 
of country-wide reputation will deliver lay sermons 
in Chicago churches. 

The new features include a conference of the 
teachers of advertising and another of the secre- 
taries of advertising clubs. Departmental meetings 
of men in the several fields of work give opportunity 
for a discussion of the problems of various phases 
of advertising, an arrangement which reflects the 
new freedom in business. 

The amusements include a list of social functions 
for the ladies, a Gridiron Show to be staged by one 
hundred and fifty Chicago men, lake and automobile 
trips. At present an energetic campaign is being 
waged by advertising clubs in an effort to secure a 
big attendance in Chicago. 


Coming Hardware Conventions 


ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Mobile, May 18, 19, 20, 1915. J. D. Mar- 
tin, secretary-treasurer, Clanton. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, San Francisco, Cal., 
May 25, 26, 27, 1915. Headquarters, St. Francis 
Hotel. John G. Purdie, secretary-treasurer, Mar- 
bridge Building, New York. 

GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Macon, June 15, 16, 17, 1915. Head- 
quarters, Hotel Dempsey. J. L. Moore, secretary, 
Madison. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Minn., June 22, 23, 24, 1915. 
M. L. Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, February 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Kirk Building, Syracuse, 
N. Y. 








Mississippi Association Holds Strictly 
Business Convention 
Will Meet at Crystal Springs Next Year 


is a strictly business organization and at the 

annual convention held at Jackson, May 5 
and 6, the members indulged in absolutely no social 
events. On the contrary they got down to business 
on the first day and stuck thereto until “quitting 
time.”’ 

The association was called to order by J. R. 
Chambliss, of Laurel, president, in the parlors of 
the Royal Hotel. Mr. Chambliss made a speech 
that while not lengthy, had the virtue of being full 
of interest, dealing as it did with matters peculiar 
to the hardware association. 

Under the head of “general discussion,” the back 
tax matter came up. It was reported that the chan- 
cellor at Hazlehurst had ruled against the revenue 
agent in efforts to collect back taxes for seven 
years on the .22-caliber rifles. The case was very 
similar to that won by the T. McCleland Hardware 
Company, of Jackson, several years ago, when the 
city instituted suit for back taxes. No appeal was 
taken and the question has never been submitted 
to the supreme court. 

The question at issue is whether the .22-caliber 
rifle comes under the head of flobert weapons. 
The latter are the old style arms used by small 
boys in shooting small bullets. The hardware men 
claim that the .22-caliber rifle is a real weapon, and 
cannot be classed under the head of the flobert type. 

The hardware association has 50 members, about 
half of whom attended the convention. 

The question box was opened with P. E. Pegues 
of Winona in charge, and proved a very interesting 
feature of the meeting, during which a number of 
propositions were propounded and _ interestingly 
elucidated. 

There were two visitors from beyond the state 
who were present and delivered addresses, in the 
persons of M. L. Corey of Missouri, secretary of 
the National Retail Hardware Dealers’ Association, 
and W. P. Lewis of Huntingdon, Pa., who as a 
national executive committeeman had a fund of 
information and advice at his command, especially 
as to the art of buying and selling goods. 


Address of President 


The address delivered to the hardware men by 
the president, J. R. Chambliss, of Laurel, was one 
of the features of the first day’s sessions. Mr. 
Chambliss expressed the opinion that from now on 
the membership in the association would rapidly 
increase. He said business confidence has been re- 
stored, and that the trade in general was in excellent 
condition. 

The address of the president in part was as 
follows: 


Ti Mississippi Retail Hardware Association 


AM sure it gives us all great pleasure to be together 
again in this the ninth annual meeting of the 
Mississippi Retail Hardware Association. While the 
attendance is not as large as it has been at some of 
the meetings in the past, I hope the turning point has 
been reached and our membership will increase in the 
future. 

Lack of co-operation among retailers, which you can 
almost trace back to selfishness, is largely responsible 
for this condition and I hope we will not go away from 
here without making out some definite plan by which 


we can all work to increase the interest in our asso- 
ciation. 

I know we have come to this meeting for the sole 
purpose of going back home better equipped to serve 
our respective customers, and furnish them with the 
best products in our line at prices that are right. 

If you will take the time when you get home to look 
over your stock you will find that each and every one 
of us has added to our stocks many profitable lines 
as well as numerous specialties, which keep the bal- 
ance on the right side of our ledgers. It has also made 
better buyers of us as we were forced to study prices 
and get quotations from jobbers and manufacturers 
before placing our orders so as to meet mail order 
competition as well as declare our annual dividends. 
Right here I must give our trade journals credit for a 
larger part of our success—take these away from us 
and we will be in the class with the “has-beens.” 

I hope that every dealer present will promise himself 
before leaving this convention hall that he will use 
these more in the future that he has done in the past. 

I am glad to see the traveling salesmen present and 
to know that they, too, are interested in our asso- 
ciation. We need their co-operation, as they can in- 
crease our attendance and membership more than let- 
ters written by our president and secretary, as a dealer 
who does not belong to our association will listen to a 
traveling man, while a letter goes into the waste-basket. 
The object of this meeting is not merely to meet and 
go through the program, but is meant for a get- 
together meeting and talk with dealers from other 
towns and to find out what they pay for their goods, 
where they buy, from whom, and what per cent. it 
costs to sell the goods, ete. 

I waht to offer as a suggestion that we bring the 
social features back into our association meetings, as I 
know personally that there are a few dealers who at- 
tended the meetings in the past who are not present 
now. As they told me, “What’s the use? No pleasure, 
only business.” 

I also think that we should take the selection of next 
meeting place out of the hands of the executive com- 
mittee, as each city that invited us has always had a 
good representation, which increased our membership 
as well as attendance. For instance, take our meetings 
at Columbus, Gulfport and MHattiesburg—the best, 
largest attendance and greatest co-operation of jobbers 
and manufacturers that we have had. At these we had 
the social features. 

The election of officers resulted in the choice 
of D. E. Porter of Oxford, president; W. C. Black- 
well, Bay Springs, first vice-president; Curtis 
Morgan, Columbia, second vice-president. These, 
with B. D. Avery of Hazlehurst and P. S. Stingily 
of Pelahatchie, will constitute the new executive 
committee. 

The committee on 
following: 

First, Resolved that we go on record as favoring 
lc. postage. 

Second, That we express our thanks to the Board 
of Trade, H. P. Dye, manager of the Royal Hotel 
and the Jackson Press and the Board of Trade for 
courtesies extended the association. 

Third, That we endorse the National Retail 
Hardware Association in its effort to secure legis- 
lation that will give the retailer a fair chance in 
the competitive field of trade. 

Fourth, We endorse the efforts of the Bulletin in 
its efforts to at all times give us the best prices 
obtainable, through the Price and Service Bureau. 


resolutions submitted the 
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War Possibilities 


ORROR and deep indignation have so 
filled the minds of the American peo- 
ple since May 7 that there has been 

little disposition to think of business or how 
it is to fare. In the sinking of the Lusitania 
by a German submarine and the killing of 
scores of Americans on board, a challenge 
has been given not only to this nation but to 
our ideas of civilization and to what we have 
conceived to be the fundamentals of human- 
ity. In the face of it there is the feeling of 
one entering upon a new and dangerous road, 
not knowing to what catastrophe it may 
lead. 

From the beginning of the European war 
the possibility that the United States might 
be drawn in has been recognized, but it has 
always seemed remote. Now it has come 
nearer, and in looking squarely at it the 
nation has borne itself with calmness and re- 
straint. Unlike that into which the peoples 
of Europe were plunged last year, a war in 
which the United States engages can only 
come when the whole people have decided 
there is no other way. Such a decision has 
not yet been made and there will be ample 
time to count all the cost before the last word 
shall have been said in the effort to save a 
peace with honor. 

It is conceivable that Germany can make a 
situation in which the continuance of 
friendly relations will be impossible. Tech- 
nically that situation does not exist today, 
but its practical existence, even without a 
state of war, can only be prevented by guar- 
antees that the rights of Americans under 
the established rules of maritime warfare 
will be respected. It is hard to believe that 
those responsible for Germany’s war policies 
can be altogether lacking in that “decent 
respect to the opinions of mankind”’ which in 
this country has been a controlling influence 
from the beginning of our Government. 

The seriousness of the week’s develop- 
ments has brought nothing approaching 
panicky conditions on the country’s ex- 
changes. Business has become seasoned to 
the hardships of the war abroad. When that 
war broke it was demonstrated that the pre- 
ceding months of conservatism, when indus- 
try was under the harrow, had prepared the 
country for the successful meeting of the 
problems of that trying time in ways that 
could not have been counted on in advance. 
The business of the country has been slowly 
taing one sten after another toward greater 
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soundness, and lately to the marvelous ex- 
port trade balance has been added the prom- 
ise of another enormous crop. Whatever is 
ahead, the condition today is one of growing 
business and financial strength. There may 
be a purpose, as has been alleged repeatedly, 
and in the past week more pointedly, to draw 
this country into Europe’s war, so that it 
may not remain the only great power whose 
resources have been spared from exhaustion. 
But such a malign effort could only signify 
a degree of desperation that does not seem 
borne out by other factors in the situation. 

It need hardly be said that the events of 
the week have set far forward the agitation 
for the immediate strengthening of our na- 
tional defenses. They have also done much 
for that other movement, slower-paced but 
surely advancing, that is to give the Amer- 
ican flag its place on merchant vessels, and 
thus leave no room for an issue as between 
enemies and neutrals in the warfare of the 
submarine. 


What Next ? 


INCE the first of the year there has 
S come a fast spreading realization of 
the fact that we are nearing the part- 
ing of the ways in our National history, and 
that out of the travail of the past is being 
born a new economic and social life, of whose 
scope and magnitude we have as vet merely 
the faintest glimmering. 

The conclusions of great wars are invari- 
ably the preludes to wide departures from 
the past, for the stress of conflict brings to 
the surface all those factors of unrest and 
disturbance which destroy the traditions and 
inheritance of the past, and are thus su- 
preme incentives to change and action. The 
direct effects of the European war upon us 
are fast losing their potency, for we are 
gradually adjusting ourselves to changed 
conditions. Speculation as to what further 
effects will ensue, whether the war continues 
for many more weary months, or whether 
it ends in the near future, may be an inter- 
esting mental exercise but has no other prac- 
tical value, for we are facing conditions 
without precedent, so that all forecasts are 
mere idle guesses. 

The real problem lies at home and not 
abroad, and the initial weakness of those 
watchmen, especially in the East, who tell us 
of the night and what its signs of promise 
are, is that their gaze is directed across the 
ocean, instead of westward over the Alle- 
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ghenies. Those whose travel and observa- 
tion tell them of fundamental conditions in 
this country know full well that we are mak- 
ing our own history largely in spite of for- 
eign conditions and that we are headed Hell- 
bent on new and untried courses. Prophecy 
is always unsafe and uncertain, yet the signs 
of the times seem to indicate clearly the di- 
rection we shall travel in some directions. 
Most of all is one thing sure: that the old 
ways have passed for all time, revolutions in 
thought, customs and methods do not go 
backwards now any more than in the time 
of Mirabeau. Those who mistake a tem- 
porary reaction for a definite return to the 
ways of the past are but blind leaders of the 
blind. 

The next coming wave of progression will 
rise higher than ever before. In the begin- 
ning, as we are no longer financially depend- 
ent upon Europe, so by the same token will 
the West and the South gradually get free 
from the same dependence upon the East. 
The fond delusion of New York that it will 
always be the financial center of this coun- 
try is true enough, but in a far different 
sense from that usually meant. The Fed- 
eral Reserve Act was the beginning of the 
end. In commercial life there are no longer 
any decided centers, but rather a growing 
number of independent distributing points 
which minister to the local tributary terri- 
tory. So banking will not for long prove the 
sole exception to the rule. The great size of 
our country, the growth of democratic spirit 
and of local pride, and the intelligent under- 
standing of the true function of merchandis- 
ing all make against concentration. Bank- 
ing, the Brahmin caste of commercial life, 
must inevitably yield to the democratizing 
spirit of the times. The money that hitherto 
flowed naturally to easy use in Wall Street 
speculation will gradually find worthier and 
equally safe and profitable employment in 
local development. For the lure of Wall 
Street speculation has largely departed, cer- 
tainly for the nonce, possibly altogether. 
Since the public have lost faith in the sin- 
cerity of Wall Street, methods and purposes, 
and gambling in particular, has fallen into 
general disrepute. For in the last analysis 
every known species of gambling is always 
crooked, and just now the snare of the fowler 
is spread in vain in the sight of the bird. 
Wall Street will come back only when it 
learns its true and principal purpose as a 
mart for the exchange of securities. Until 
that time, it will find that the public has a 
long memory. Of the apparently endless dis- 
turbance caused by the conflict of politics 
and business we have doubtless seen the 
worst, but certainly not the end. 

Social and economic matters are so en- 
tangled with the political life of the nation 
that we shall never see them separated. But 
the vital difference is that it promises to be 


a constructive contact rather than one of 
constant conflict. The individualism of the 
past must in many ways give place to the 
nationalism of the day. 

The economic methods and policies of the 
past generation are too often out of joint 
with the present. The trend of legislation 
promises to be distinctly for the benefit of 
the many and not the few. Privilege and 
special influence will take second place to the 
welfare of the many. Of course, this evi- 
dent tendency has bred an ever present fear, 
among those who have great possessions, of 
the coming of socialism. And too often in 
their ignorant apprehension they make no 
distinction between socialism and anarchy. 
Social unrest and discontent are usually 
merely symptoms of something unhealthy 
and out of gear in the body politic and of 
lack of opportunity and of rebellion against 
the hardness and injustice of earthly lots. 
We are not likely to put into practice the 
principles of socialism save as we find them 
to the advantage of the nation as a whole. 
What we have done so far, and what we will 
probably continue to do, will be to take the 
good things of socialism and let the others 
go. The Department of Agriculture and the 
state universities are potent examples of the 
good things of socialism in working order, 
and we find them both productive and con- 
structive. 

Unless all signs fail, we are likewise in 
for a period of better understanding between 
those who employ and those who work. This 
largely because the bitter conflicts of the 
past have gotten nowhere and were desper- 
ately expensive. Also because there is at 
least the beginning of a mutual desire to 
get the other fellow’s point of view. It does 
not pay, nor is it wise, any longer to antag- 
onize public opinion. Industrial peace is a 
mighty factor in prosperity. Because of our 
growing financial strength and the growth 
of constructive spirit, there inevitably lies 
before us a great period of development, not 
only in manufacturing, mining and trans- 
portation, but, best and most of all, in agri- 
culture. 

After all the centuries, we have a dawning 
realization of the possibilities and scope of 
agriculture as the greatest and most funda- 
mental business in all the world and of what 
the development of these possibilities means 
in solving our portentous economic and so- 
cial problems. The patient pioneers and 
single-minded workers of the Department of 
Agriculture and the state universities are at 
last coming into their own as the advance 
agents of the only foundation for an endur- 
ing civilization. Given therefore continued 
freedom from European war complications, 
and large crop yields, there seems to be be- 
fore us a prosperity for which we have been 
hungering and thirsting all these weary 
years. 
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Nursie Knew 


ORMER President Taft tells this one on himself: 
“There is a lad of my acquaintance in New 
Haven,” said Mr. Taft, “who used to bite his nails. 
‘See here,’ said his nurse to him one day, ‘if you keep 
biting your nails like that, do you know what will hap- 
pen to you?’ 

“*No,’ said the youngster. ‘What?’ 

“*You’ll swell up like a balloon and burst.’ 

“The boy believed his nurse. He stopped biting his 
nails at once. About a month after the discontinuance 
of his habit he encountered me at luncheon. He sur- 
veyed me with stern disapproval. Then he walked over 
and said to me accusingly: 

“ “You bite your nails!’ ”—Everybody’s. 


Bullets and Billets 


T was not long ago that we were reading of the re- 

vival of religion among the British soldiers in 
Flanders. Evidence partly confirmatory seems to be 
supplied by the following incident, the account of 
which, however, comes from a German source: An offi- 
cer in a Highland regiment found one of his men kneel- 
ing in the midst of a perfect hail of bullets, his hands 
clasped together and his eyes directed heavenward. 
“Shame,” cried the officer; “are you afraid?” “Na, na, 
captain, I’m nae afeard, but I’m prayin’ to the Lord 
to deal out the bullets in the verra same proportion as 
the Victoria Crosses—that is, so that 99 per cent. of 
them will hit an officer.”—E xchange. 


Doing Her Best 


66 ARY,” said a mother to her quick-tempered little 
girl, “you must not grow angry and say 
naughty things. You should always give a soft an- 
swer.” 
When her little brother provoked her an hour after- 
ward Mary clenched her little fist and said “Mush!”— 
Kellogg’s Square Dealer. 


The Puzzling Point 


NTHUSIASTIC Aviator (after long explanation of 
principle and workings of his biplane)—-Now you 
understand it, don’t you? 
Young Lady—aAll but one thing. 
Aviator—And that is—? 
Young Lady—What makes it stay up?—Ewxchange. 


Her Little Faults 


AGISTRATE—It appears to be your record, Mary 
Moselle, that you have been 35 times previously 
convicted of drunkenness. 
The Prisoner—No woman is_ perfect.—Pittsburgh 
Chronicle-Telegraph. 


The Greater Need 


|S preeen Agent—tThis book will teach you the way to 
economize. 

The Victim—That’s no good to me. What I need is 
a book to teach me how to live without economizing.— 
Philadelphia Public Ledger. 


Careless of Her 


¢¢0/\H, say, who was here to see you last night?” 
“Only Myrtle, father.” 
“Well, tell Myrtle that she left her pipe on the piano.” 
—Exchange. 


What He Understood 


HE prime young woman from New England who was 
devoting herself to the education of the negro in a 
Southern school told one of her small scholars to bring 
a bucket of water from the spring. 
“T ain’t gwine fotch no water,” he whined rebelliously. 
“Oh, Eph!” she protested, “you mustn’t say that. 
Don’t you remember how I have taught you: First 
person singular, I am not going; second person, you 
are not going; third person, he is not going; plural, 
first person, we are not going; second person, you are 
not going; third person, they are not going. Now, 
Eph, do you understand it perfectly?” 
“Yas’m, I un’stands—ain’t nobody gwine.’”—Collier’s. 


Sound Counsel 


HE successful man of business was giving his son 

sound advice. 

“My boy,” said he, “whatever you do, don’t brag.” 

“No, father,” said the young man dutifully. 

“At least, not until after you have done it.” 

“And then?” 

“Then,” said the father slowly, “if you were clever 
enough to do it really well you will be clever enough to 
know that it’s not worth bragging about.”—Pearson’s 
Weekly. 

His Kick 
¢¢T WON’T pay one cent for my advertisement this 
week,” declared the storekeeper angrily to the edi- 
tor of the country paper. “You told me you’d put the 
notice of the shoe polish in with the reading matter.” 

“And didn’t I do it?” inquired the editor. 

“No, sir!” roared the advertiser. No, sir, you did 


not! You put it in the column with a mess of poetry, 
that’s where you put it!”—Ladies’ Home Journal. 


What More Could Be Asked? 


¢<¢D OBERT,” said his father, “I thought I told you 
yesterday to clear up the yard.” 

“Well, I did,” declared Bobby, virtuously. “I fired 
everything over the fence soon as I got home from 
school; but the kid next door throwed ’em all back after 
dark.” —Exchange. 


Modern Farming 


cep ow many head o’ live stock you got on the 
place?” 

“Live stock?” echoed the somewhat puzzled farmer. 
“What d’ye mean by live stock? I got four steam 
tractors and seven automobiles.—/Judge. 


Its Source 


OODLES—Did you ever know anybody with as 
much savoir faire as Mrs. Jones. 
Toodles—Faith, I never did; and they say her hus- 
band made it all in pickles, too—Harvard Lampoon. 


Would Qualify 


OSSIBLE Employer—‘Hm! so you want a job, eh? 
Do you ever tell lies?” 
Applicant—“No, sir, but I kin learn.”—New York 


Times. 


Of two evils the optimist chooses neither, the pessi- 
mist both.—Exchange. 
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AN INTERESTING PUBLIC DOCUMENT 


What’s What in the Parcel Post Game 


HAVE no desire to intrude my opinions upon 
I you, Mr. Retailer, knowing full well what a busy 

man you are, but I should like to ask if in the 
midst of your multitudinous activities, you have 
taken time to keep posted on the manner in which 
the Parcel Post system has worked out in its rela- 
tion to the retail business of the country at large? 

Public documents as a general thing are mighty 
dry reading except to the few immediately con- 
cerned. As a secure hiding place for information 
the columns of the Daily Congressional Record af- 
ford greater safety and seclusion than a lock box 
in a safe deposit vault. And yet, public documents 
are issued for, by and to the people, and we, the peo- 
ple, most assuredly foot all the bills for their pub- 
lication and distribution. 

While the Parcel Post legislation was under con- 
sideration, we hardware men, like others in trade, 
were greatly agitated by the possibilities we feared 
might be concealed in its numerous proposals. We 
discussed it; we wrote about it; our State and Na- 
tional trade bodies appointed committees, passed 
resolutions, sent protests and memorials to our re- 
spective representatives, etc. 

But when Parcel Post became an accomplished 
fact, we, to a great extent, dismissed the subject 
from our busy minds and with perhaps a sigh of 
virtuous relief, resumed the studious perusal of 
baseball and other sporting news and gossip which 
in our zeal as proponents or opponents of the pro- 
posed law we had been sadly neglecting. 

From time to time since then the daily press has 
referred casually to the Parcel Post. Freak ship- 
ments have supplied the basis for many humorous 
and interesting news items. Some few publications 
have had the temerity to suggest that this branch 
of the service is not only not self-supporting, but 
that its continuance is likely to create a huge deficit 
in postal revenues. 

In the main, however, advertising mediums such 
as newspapers, magazines, farm journals and the 
like, haven’t said much to the general public about 
any phase of the Parcel Post system except to extol 
the economies and convenience it provides for buy- 
ing away from home, but their advertising columns 
have grown tremendously in the amount of direct 
advertising they carry. 

When it has suited our convenience to do so we 
have used the Parcel Post. Without giving the mat- 
ter more than passing thought we have rejoiced in 
the reduction in carriage charges on our packages. 
We have been so pleased with the dimes it has saved 
us that we have felt a delightful sense of uncon- 
cern about the dollars it may be costing us. 

What are the facts? 

Do you know the facts? 

Do you want to know the facts? 

Facts are obstinate things—devoid of sentiment. 
Facts are poor food for serene self-complacency. 
Facts are disturbers of the peace when peace comes 
through ignorance or indifference. 

Now, to get back to public documents. On Feb- 
ruary 12, 1915, the Joint Committee of Congress, 
created by the Postal Appropriation Act of August 
24, 1912, for the purpose of investigating the gen- 
eral Parcel Post question, made its report. 

The report is embodied in Senate Document num- 
ber 944, 63d Congress, 3d session. This report is a 
public document. You are entitled to a copy of it, 
if you want it sufficiently to take the trouble of 
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writing your congressman or senator for it. Why 
not do it? | 

The report of this committee which, for con- 
venience sake, we will designate as Senator Bris- 
tow’s committee, he being chairman, is voluminous; 
it reflects great credit upon those who prepared it. 

The personnel of this committee is such as to com- 
mand the respect of the nation. The thoroughness 
with which its investigations have been conducted 
and the fairness with which the subject has been 
considered are clearly demonstrated by the strict 
impartiality shown in the unvarnished statement of 
facts it presents. 

It is evident that one of the first questions this 
committee investigated was the very natural and 
pertinent one: How much has Parcel Post service 
cost? 

Did they find out? They did not! 

Why they did not is shown not only in their re- 
port, but also in the report of the Joint Committee 
on postage on second class mail matter and for com- 
pensation for transportation of mails (Senator 
Bourne’s committee), contained in document num- 
ber 1155, 63d Congress, 2d session, House of Rep- 
resentatives (a copy of which you can also obtain 
on request). 

The reason that neither committee was able to 
secure any definite information upon this important 
question is found in the following extract from the 
report of Senator Bourne’s committee: 

“As another illustration of the tendency toward 
assumption of power by an executive department we 
may cite the instance of the order of the Post Office 
Department discontinuing the use of Parcel Post 
stamps, notwithstanding the plain requirement of a 
statute. 

“When the Parcel Post problem was under consid- 
eration members of Congress became cognizant of 
the lack of definite statistics regarding the cost of 
handling the different classes of mail or the amount 
of revenue derived therefrom. 

“In order to supply this information for the ben- 
efit of Congress in the future a provision was in- 
serted in the Parcel Post law requiring the use of 
distinctive stamps on fourth class matter. 

“The enforcement of this requirement would give 
the department reliable information regarding the 
revenue derived from Parcel Post business. The 
adoption of approved methods of accounting would 
enable the department to ascertain approximately 
the relative cost of handling Parcel Post matter. 

“This inforfnmation as to both revenue and cost 
would be of great value to Congress in determining 
what changes in Parcel Post rates are justified. 

“Notwithstanding the fact that this requirement 
was contained in a statute and the reason therefor 
was made plain by the report of the Senate Post 
Office Committee recommending the enactment of 
the Parcel Post law, the Post Office Department 
discontinued the use of such stamps, thereby re- 
moving any possibility of a future ascertainment 
of fourth class mail revenue upon which any reli- 
ance could be placed.” 

The gentlemen who wrote this report certainly 
deserve credit for being perfectly frank in their 
statement of the facts as they found them, don’t 
they? 

Another thing Senator Bristow’s committee want- 
ed to know was: Where do Parcel Post shipments 
originate ? 
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And so, in addition to asking the department for 
statistical information on the subject the committee 
called upon a large number of local postmasters for 
reports covering a certain period. 

At the close of the fiscal year, June 30, 1914, 
there were all told 56,810 post offices ; 37,745 of these 
supplied the data requested by the committee and 
out of the 37,745 offices reporting, 37,048 (98.15 per 
cent.) stated that the number of Parcel Post pack- 
ages received by them exceeded the number sent 
out by them! 

The total number of parcels reported for the pe- 
riod was 77,539,521, of which 46,514,699 (sixty per 
cent.) were forwarded by two offices, viz., New York 
and Chicago. 

The 19,065 offices not reporting are almost with- 
out exception small; allowing generously for the 
packages which might have emanated from these, 
the figures clearly show that fully one-half of all 
Parcel Post matter now being handled by the de- 
partment originates in the New York and Chicago 
offices; and according to statistics in the possession 
of the committee, the whole number of parcels re- 
ceived by these two offices only amounts to about 
seven per cent. of the number they send out. 

One hundred and twenty-six offices reported that 
the excess of outgoing over incoming parcels was 
due, wholly or in part, to the shipments of mer- 
chants who do business by mail—merchants known 
by retailers as mail order concerns. These offices, 
according to their reports, dispatched 55,786,182 
parcels and received but 7,541,892 packages—that 
is, they sent out 48,244,290 more parcels than they 
received. 

And these figures, of course, do not and cannot 
take into account the enormous number of packages 
which large mail order houses shipped by freight to 
various distributing points where their representa- 
tives received them and reshipped by Parcel Post 
so as to take advantage of the low rates prevailing 
within a radius of 150 miles, under the merging of 
the first and second zones. 

Senator Bristow’s committee also reports that a 
number of radical changes in the scope and char- 
acter of service authorized by Act of Congress have 
been made by departmental orders. 

For instance, Postmaster General Burleson’s Or- 
der No. 7346, effective August 15, 1913, increased 
the weight limit within the first and second zones 
from 11 to 20 pounds, at the same time reducing the 
rate for both zones to 5 cents for the first pound and 
1 cent for each additional two pounds or fraction 
thereof. 

“Thus,” says the report, “the practical effect of 
the Postmaster General’s order was to combine the 
first and second zones of the original Parcel Post 
system, though technically they continue to be desig- 
nated as distinct zones.” 

And then the report goes on to say: “Only a few 
months had elapsed after the issuance of this order 
when the Postmaster General still further increased 
weights and reduced rates by the issuance of this 
order (No. 7706, issued December 6, 1913, effective 
January 1, 1914): On and after January 1, 1914, 
the limit of weight of parcels of fourth class mail 
for delivery within the first and second zones shall 
be increased from 20 to 50 pounds, and in the third, 
fourth, fifth, sixth, seventh and eighth zones from 
11 to 20 pounds.” Here follows a schedule of re- 
duced rates. 

“By these orders, then,” continues the report, 
“the Parcel Post has been changed from a facility 
for the transportation of parcels weighing not more 
than 11 pounds to a system admitting parcels up to 
a miximum of 50 pounds; the equitable adjustment 
of rates originally given to local shippers within 
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the territory in a 50-mile radius has been with- 
drawn, through the establishment of a common rate 
of the first and second zones. 

So far, so good. And now, having read thus far, 
you no doubt are wondering who gets the benefits of 
the departmental readjustments to which the com- 
mittee directs your attention; in the language of 
plain folks like us: 

Who gets all the gravy? 

And he who reads this enlightening report is not 
left to guess, for the committee proceeds with the 
same impartial directness which characterizes its 
deliberations throughout and answers this question 
with unequivocal frankness, and here is the answer: 

“No other change made by departmental order 
has been so inequitable as the one which practically 
merges the first and second zones. Its effect is to 
benefit especially the mail order houses by giving 
them an undue advantage over the local dealers in 
transportation expense. 

“Under the zone scheme now in effect, a mail or- 
der house can establish a branch agency in the ter- 
ritory which the concern seeks to reach, and within 
a radial distance of 150 miles from the location of 
such agency, the mail-order house gets exactly the 
same rate as the government charges the local mer- 
chant, who ships only a few miles, notwithstanding 
the marked difference in the cost of the transporta- 
tion service rendered. 

“This is not fair to the Government, which is en- 
titled to be compensated in proportion to the degree 
and cost of service rendered; it is not fair to the 
business men engaged in serving local communities, 
since the cost of transporting merchandise into the 
territory at their doors is made equal, by govern- 
mental act, with the cost of a competitor 150 miles 
away. 

“The government aids the mail order house by 
giving him a greater service without charging him 
a corresponding greater fee. 

“Advantage is being taken by the mail order 
houses of the opportunities which the Parcel Post 
system offers, through the establishment of agen- 
cies, as above indicated. Merchandise is being 
shipped by freight in large quantities to these dis- 
tributing points and mailed out to patrons by Par- 
cel Post. | 

“By this means this class of shippers obtains pos- 
tal delivery to the patron’s door, whether in town or 
on a rural route, at a minimum payment of postage 
to the Government. 

“And from the information received from post- 
masters it appears that the mail order house makes 
a further profit on the transaction by charging the 
patron the full rate of postage from the point of 
origin, instead of the rate actually paid from the 
distributing agency.” 

The specific instances given and the possibilities 
they outline only serve to stimulate our curiosity as 
to the extent of the competition which these read- 
justments of the Parcel Post law admit to the im- 
mediate neighborhood of the sorely pressed local 
merchant. But here again we are left without any 
means of ascertaining for the very simple reason 
set forth in the following paragraph appearing in 
this report: _ 

““As referred to heretofore, the Parcel Post law 
contained a provision requiring the use of a dis- 
tinctive type of stamp for Parcel Post matter. The 
great purpose was to ascertain the revenues derived 
from the Parcel Post for the future guidance of 
Congress in adjusting the rates. The order of the 
department abolishing the use of the distinctive 
stamp makes it impossible to obtain any reliable 
information as to. the amount received by the depart- 
ment for handling Parcel Post matter.”’ 
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Another very interesting point developed by the 
committee’s investigation is that concerning the dis- 
tribution by Parcel Post of catalogs and printed 
matter. 


When Congress was at work upon the law creat- 
ing the Parcel Post system, the protests of the busi- 
ness world against the menace which such use of its 
provisions threatened, were so vigorous and so log- 
ical that it was expressly stipulated that ‘Articles 
classified as third class matter cannot be sent by 
Parcel Post. Printed books are third class matter 
and postage on them is required to be prepaid at the 
rate of one cent for each two ounces or fraction of 
two ounces.” 

That’s plain, isn’t it? 

And now here is what the committee finds: ‘“An- 
other tremendous advantage to the mail order con- 
cerns was conferred by the Postmaster General’s or- 
ders, which admit to the mails at parcel post rates 
books weighing more than 8 ounces and miscellane- 
ous printed matter weighing more than 4 pounds. 
The saving which is thus effected for the mail order 
houses in postage on their catalogs and advertising 
literature is enormous. 


‘“‘How serious a loss in postal revenue is thus suf- 
fered by the Government is to some extent indicated 
by the fact that William C. Thorne, general man- 
ager of Montgomery, Ward & Co., Chicago, IIl., tes- 
tified before a Senate committee in 1912 that the ex- 
penditures of that one catalog house for third class 
postage averaged from one and one-half to two 
million dollars annually.” (Hearings before sub- 
committee on parcel post of the Senate committee on 
post offices and post roads, under S. Res. 56, Vol. 
IV, page 885.) 

And further: “From the best information which 
the committee has been able to obtain, it is con- 
vinced that the practice of sending by freight for 
distribution in the short zones by mail, and the 
greatly reduced rates which these mail order con- 
cerns have obtained by the changing of the classifi- 
cation of their catalogs from third class to fourth 
class, have resulted in a loss to the Government of 
many millions per annum. The committee has con- 
clusive evidence that one firm alone has saved post- 
age aggregating approximately $1,000,000 per an- 
num by this change.” 

As a side light upon this phase of the practical 
economies which this readjustment has accomplished 
in one instance you might read the following news 
item and estimate for yourself the extent to which 
the saving in distribution of catalogs has con- 
tributed : 















CUT $20,000,000 MELON. 


A 50 Per Cent. Stock Dividend De- 
clared hy Sears, Roebuck & Co. 


Special fo The New York Times 
CHICAGO, Jan. 30.—Directors of 
Sears, Roebuck & Co., at a special 
meeting here today, recommended the 
payment of a $20,000,000 dividend to 
holders of the $40,000,000 outstanding 
common stock of the mail order cor- 
poration. The diStribution will be 

made i n . 





> 


- ® 

















Pretty soft! eh? One other thought and we'll change 
the subject: Who pays the freight?—The Gimlet 
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Suggestions for Fly Time 


Dont allow flies in your house. Don’t permit 
them near your food, especially milk. 

Don’t buy foodstuffs where flies are tolerated. 

Don’t eat where flies have access to the food. 

Do not patronize grocery stores and markets that 
harbor and feed flies. Insist upon screens. 

“Fruit a la filth’—the kind served from sidewalk 
stands after being exposed to street dirt and flies. 

Screens on windows and doors to keep out flies 
will do more to safeguard your treasures than will 
locks to keep out burglars. 

Not every fly that comes along is carrying filth 
and germs, but many of them are and you can’t 
tell which is which. Take no chances—swat all. 

Because your neighbor throws garbage in the 
alley is no reason why you should follow his ex- 











The ubiquitous fly 


ample—it’s a reason why you should set him a good 
example. : 

With all houses well sewered and screened, the 
flies that feed upon the filth and kitchen refuse 
would largely disappear and the health conditions 
would be to that extent improved. 

Keep screens over articles of food. Don’t let 
flies get near the pantry, kitchen or dining room. 

The only safe way is to keep out the flies. Join 
the anti-fly crusade. 


New Colony to Be Established 
in Maryland 


ANS colony is to be established in Maryland 

and it should prove a good market for agri- 
cultural and’ other implements. About sixty fam- 
ilies from Panama, through the efforts of the 
Southern Settlement and Development Company, 
have decided to locate in Charles County, about 
six miles from Baltimore and 48 miles from Wash- 
ington. About 4000 acres of land on the Pope’s 
Creek Branch of the Pennsylvania Railroad have 
been secured for the settlement and plans probably 
will be completed within the next few months. 

S. Davies Warfield, president of the Continental 
Trust Company, Baltimore, is president of the 
Settlement and Development Company. Robert M. 
Pindell, 1407 Continental Building, Baltimore, is 
the Maryland State manager of the organization, 
and Clement S. Ucker, of the same address, is the 
director of colonization, including the organization 
of a company of well known men to finance the 
proposition. Depots for the sale of agricultural 
implements will be established. 














PUBLICITY FOR THE RETAILER 


Good Bargain Ad—Auto Accessories Well Presented 


A Well Arranged Sale Ad 


No. 1 (3 cols. x 914 in.).—This fine appearing ad 
comes to us from Mason Bros., St. Peter, Minn. 
So far as typography is concerned, the ad is beyond 





Some Very Exceptional Values 


| Our Store is chock full of New Goods. We are making some exceedingly close 
prices in order to have you as a regular customer. Come in and make our store 
your headquarters. These prices are for May 8th only. 














CASSEROLES Gasoline Seoves 





| We have a very nice lot of 
high grade casseroles which 
we place on sale for this sale. 


1.50. Thi 
nepier $ is 0c 


Quick Meal Oil and Gasoline § 
stoves are always reliable. 
t on the market. 


vare 98 |” $32 


25 Ibs. of extra good grade, 











in, | Ladies take advantage of this. 























thick. = “ay Bees Never offered at this price be- light axle grease, in galvaniz- 
grit. ront orm 0 
one picce heavy steel angle. fore. Regular price, $1.35, XS 
Built eg “neem De eacecehusl Cc 
? 
Regular paren. < $3, 50 Here’s a Snap | Co wea 
~----------- 1 inch harness snaps for May | 1, inch for 
8th only. 10 for 25c. 5 inch for 15¢ 
Don't overlook these snaps. 


Chi-Namel at 90¢ per quart 
is the cheapest and best var- 
nish to use. Goes far. 





Boys and Girls—We have 

tricycles, velocipedes, steel wa- 

gons and go-carts. Our pri- 
ces are right. 





Paring Knives . 10¢ 
Aluminum tea strainers_10c price 


MASON BROS. 





























No. 1—Exceedingly well handled 


reproach. The heading, the boxed-in opening talk 
and the neat column arrangement enable the ad to 
list a variety of articles without even the sugges- 
tion of over-crowding. And the cuts should come 
in for special notice; they all seem to be new cuts 
as each prints with a clear, snappy look which adds 
wonderfully to the general appearance of the ad. 
The text, while brief, is nevertheless well handled. 
The reader gets a definite suggestion in the opening 
talk. The copy in the individual column divisions 
gives a fair idea of each article featured, and we 
notice that there is but one article on which price 
has not been quoted—the velocipedes. We think 
Mason Bros. should have affixed their street ad- 
dress to their name even though it wasn’t abso- 
lutely necessary. We don’t believe in omitting 
street addresses. The ad, as a whole, however, is 
exceedingly well handled, and we are very sure that 
it produced results commensurate with its make-up. 


Stating the “Why and How” of Accessories 


No. 2 (2 cols. x 10 in.).—From W. J. Pettee & 
Co., Oklahoma City, Okla., comes this comprehen- 
sive auto accessory ad. Only four accessories are 
presented, but these four are really presented. The 
opening talk leads one easily into the first panel, on 
tires. This panel plays up the tire guarantee in so 
strong a fashion that there is little doubt left in 
the reader’s mind that Pullman tires deliver the 
service or the Pettee Company makes good on the 
guarantee without quibble or question. The elec- 


tric lantern panel is more tersely worded, but the 
story is told well and the reader is convinced that 
the double battery lantern is a better buy than the 
single battery outfit. The horn and blow-out patch 
panels also adequately present the two articles. In 
fact, the four articles are as well presented as they 
would be on the catalog page. The layout of the 
announcement is neat and makes for easy reading. 


Several Changes Necessary 


No. 3 (3 cols. x 10 in.).—This enameled ware ad 
sent us by the Walker Hardware Company, Vin- 
cennes, Ind., needs some few readjustments. First, 
the cuts are sort of sprawling all over the ad. They 
should be arranged so as not to interfere with the 


| Auto Races April 20 to 28 | 
Buy Auto Supplies and Tires at Pettee’s 


Be sure and see our big showing in Auto Section. We carry a com- 
| plete line of FIRST QUALITY AUTO SUPPLIES, showing everything new 
for the auto. 


Lower Prices on PULLMAN TIRES 


Than Any Other Standard Make—3,500 
Miles Guarantee. 

Reduce the chief expense of operating an automo- Ba 
bile by equipping your car with PULLMAN TIRES. 
If these tires were not of highest quality it would Sam 
; be impossible to make a positive guarantee of 3,500 aaa 
miles of service. The test of adjusting with us 
isn’t what happened to it? but “Has it been 3,500 ie 
miles?” We don’t argue, We adjust — without a 
moment’s delay. 

Free Delivery on Tires and Auto Supplies when 
cash Is sent with order, Send for New Reduced 
| Price List, , 








- 
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Electric Lantern 


A handy electric lantern: around the 
house, barn, auto and every purpose. 
Throws a strong, wide, bright light, 
Fitted with solid handle and regular 
‘lantern hdéndle.. Complete with bulb 


and two dry cells— $2 50 
o 


Price 

Also special equipment for bicycle 
light, price $2.50. Delivery prepaid on 
out of town orders. 


ee ee ee ee 











$10.00 LONG HORN JR. ~ 





Hagstrom Blowout 






The Genuine $10 Made of Pr " tch Sea 
. a o rs _— ty Island 
Long Horn Jun Cotton, closely woven. The plies 


ior, reduced to $5. 
Operated by hand or elbow, 
sounds 4 clear, commanding sig- | 
nal instantly. The best horn for 
any style machine, nothing to 
get out of order. Delivery pre- 
paid out of town, Send for- one 


are frictioned together with high 
grade tea 8 or uge on the = 


co f 
mt 

4 

eo 


of a pevere puncture - Lon 

_| Before starting on your next trip 

} add a Hagstrom Blowout Patch to 

: . na your supplies. A size for every car. 
oday. lal- Ferd Biowow 

| A $10 HORN FOR $5.00 | each A neroer 

















Delivery Prepaid Out of Town 


Orders for Tires and Auto Supplies: Write use for prices and des 
scription on any of your needs. Largest and most complete line of Firet 
Quality Auto Supplies in the state. 





Order Order 
By By 
en. cee — Mail, 











No. 2—The opening talk leads one easily into the first 
panel, on tires 


reading portions of the ad. Our suggestion would 
be to place them all on the left side of the ad one 
under another. Two of the cuts could be omitted 
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Another new line we have added for those who have had trouble with their 
enameled ware chipping, but prefer it to aluminum on account:vuf it being so 
easy to care for—will not chip nor scale looks fresh and clean all the time. 
eg back # not satisfied. Also a full line of Vollarth Blue and White Enamel 
are. ; 





Royal Gray Granite Ware, Viko Pure Aluminum 
are ; 


We still have some of the Viko Aluminum Ware 
Percolaturs that we are selling to introduce this 
reasonable priced Aluminum Ware at these ex- 
ceptionally low prices. 

2 Quart Round Pattern.... ...... 89 

2 Quart Octagon Pattern.......... $1.12 

HOME OF THE FAMOUS ROUND OAK 
RANGE AND FURNACE 








UP-TOWN HEADQUARTERS FOR PAINT AND VARNISH 
REFRIGERATORS, GASOLINE AND OIL STOVES. 


Walker Hardware Company 


, 410-412 Main Street. *Phone 311 











No. 3—Needs some few readjustments 


—the baby in the bath-tub and the percolator cut. 
The baby cut has no particular significance unless 
it be the trademark of the manufacturer, and even 
in this event it should be omitted as there are too 
many cuts in the layout as the ad now stands. The 
percolator cut and its text could well be saved for 
another ad. Placing the cuts on the left side of 
the ad would reserve the right side for the text in 
an unbroken block and afford room for a strong 
heading display which the ad now lacks. The head- 
ing should be “Vollrath White Enameled Ware.” 
We would omit “Good Goods Again” as being weak 
and of no particular selling weight. The copy 
should include a price on each piece of enameled 
ware shown. We don’t like the statement made in 
the opening sentence of this text. Better leave out 
even the suggestion that other enameled ware does 
give trouble in chipping and that the housewife has 
experienced this trouble. The second thought in 
the sentence is very good and we would much rather 
see this thought expanded and the other omitted 
entirely. 
High-Class in Atmosphere 


No. 4 (2 cols. x 12 in.).—A glance at this ad of 
W. J. Pettee & Co. will reveal a dignity and class 
atmosphere not found every day in a hardware 
store ad. Of course, the articles featured have a 
large part to do with this, but the fact that it can 
be done so successfully should encourage other deal- 
ers to acquire some of the same atmosphere for 
their own ads. The fact of there being no heavy 
display in the ad also tends to maintain its digni- 
fied air. Note the attractive trunk cut and the 
dainty glassware cuts. The copy in the trunk 
panels is well written and conveys an excellent idea 
of the articles featured. The text is merely de- 
scriptive in the other panels and quotes a full price 
range. Particular attention is directed to the small 
coupon at the bottom of the ad directly over the 
firm signature. This is rather a neat idea for in- 
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A New and Better Location for 
Trunks and Traveling Bags 


The complete stock {s now conveniently arranged in front part of 
Third Floor, right up in front where there is plenty of light and spacious 
r6om to show you to the best advantage. We will be pledsed to demon- 
| strate at any time the many exclusive features in the Hartmann Ward- 
robe Trunks. We have them in several styles, ranging in price from ° 


$25 to $90. 
| This Illustration is the 


HARTMANN 
Secte~Ate. Hartmann Wardrobe 
Trunk for $32.50 


While it is very moderately priced, ft. 
has the same’ exclusive features that 
the higher priced ones have. It wil 
hold from 12 to 18 garments withyut 
* mussing. Plenty of drawer space for 
your smaller articles and a speci.l 
compartment for hats. Hartmana 
Trunke are so well made that they 
will stand the rough handling and 
will be In good condition on either 
short or long trips. See this trunk 


Price ssvessseressne-ees, GOECDO 
|  24-Inch Fiber Suit Case $1.00 _| 


HARTMANN 
GIBRALTERIZED TRUNK 
$18.50 


Strong as the name implies. Made B::; 
of several plys of veneet,. corners F:~. 
and edges reinforced, strong com> & 2: 
partment lined tray. Strongly bate, : 
yet light weight. Size 33-inch-—~ 
price $18.50. Other styles from $10 ef 


| 24-Inch Matting Suit Case $1.15 oa 
































Poppy STAR CUT GLASSWARE 
Etc ed cus eryste : - 


GLASSWARE \f 


Deep etched,” rich 
poppy design, clear 
crystal glass. 
Goblet, like cut, 
G66 GE Gecccce: 92.75 
Water Jug, 
Pe rer $2.75 


aes 


cuttings. 





Ice Tea 
Glasses, set | ne] 
OE 6 200 cQte eee F —_ 





iif Plain 
| @ Water Glass 
85¢ Doz. 


Thin clear crystal 
. glaes,. per doz.. .85c¢ 
Water Jug, 
each 















































ORDER 

| BY 

oi} MAIL 

| RAILROAD FARE REFUNDED ACCORDING TO RETAILERS’ PLAN 

No. 4—A dignity and class atmosphere not found every 
day in a hardware store ad 
































ducing inquiries on the dinnerware and glass book. 
Sent by W. J. Pettee & Company, Oklahoma City, 
Okla. 


E. V. CoULSTON, who is well known to the stove trade 
of the West and Central West, and who recently severed 
his connection as secretary of the Stove Improvement 
Company, Cleveland, Ohio, has accepted the office of 
secretary of the Rock Island Stove Company, Rock Isl- 
and, Ill., with which company he was associated a few 
years ago as sales manager. 


THE BLEFONT IRON WorKS COMPANY, Ironton, Ohio, 
has made arrangements for installing special machin- 
ery in its plant for the manufacture of woven wire 


fence. 























Trade Conditions and Iron, Steel and Hardware Prices 





The sinking of the Lusitania has had no 
effect upon the general steel trade. Large 
steel manufacturers say that the situation 
is fairly as strong in every way as it has 
been for months. In Pittsburgh the. hard- 
ware jobbers report that the increased vol- 
ume of business noted in April is holding up 
so far in May and orders being sent in by 
traveling men are heavier and greater in 
number. 

Collections are reported quite good from 





MARKET SUMMARY FOR THE BUSY READER 


nearly all sections, and money seems to be 
plentiful everywhere. 


In Chicago manufacturers of builders’ 
hardware are now issuing new prices to re- 
place those withdrawn recently. 


In Cleveland wholesale and retail mer- 
chants report that the hardware trade con- 
tinues to grow better and that May, like 
April, will show a larger volume of business 
than the corresponding month a year ago. 















Office of HARDWARE AGE, 
Pittsburgh, May 17, 1915. 


S far as can be observed the only effect on business 

the sinking of the Lusitania has had is on the stock 
market, the general steel trade going along in the even 
tenor of its way, apparently gaining each week in rate 
of operations. Large steel manufacturers that have 
been interviewed say that so far they have not received 
any cancellations of contracts due to the sinking of the 
Lusitania and that the situation is fully as strong in 
every way as it has been for some months. Local steel 
makers continue to receive heavy orders for war mate- 
rials, and it is believed that foreign business at this time 
constitutes fully 20 to 25 per cent. of the business of the 
mills. As to the chances of war with Germany these 
seem to be remote, and it is the belief and hope of the 
level-headed citizen and business man that this will be 
averted. 

At present the greater part of the foreign orders be- 
ing placed are coming from Russia. The largest of 
these is for steel rails, and already two contracts for 
30,000 tons each from Russia have been placed with 
American rail mills, and it is expected the total business 
will amount to 100,000 tons and. possibly a very much 
larger amount. It is stated that the Trans-Siberian 
Railway in Russia is to be double-tracked its entire 
length of about 4000 miles, and if this is done from 
400,000 to 600,000 tons of rails will be needed for the 
work. Within the past week inquiries have come to 
Pittsburgh spike manufacturers for 6000 to 8000 tons of 
spikes, or 60,000 to 80,000 kegs, spikes being packed 200 
Ibs. to the keg or 10 kegs to the ton. It is believed these 
spikes, if bought, will be used in the work on the Trans- 
Siberian Railway noted above. Russia has also been a 
large buyer of steel cars, 2000 having been placed with 
each of two manufacturers in Canada, 8000 with a Chi- 
cago builder of steel cars and 2000 with the Seattle Car 
& Mfg. Company at Seattle, Wash. As yet the much- 
reported order from Russia for 10,000 cars, said to have 
been placed with the Pressed Steel Car Company of 
Pittsburgh, has not yet been given out, but the company 
expects to secure this order within a short time. The 
cars being bought by Russia are a little more than half 
the size of the American freight car, six to seven tons 
of plates and shapes being used in each car, aside from 
the wheels. There has also been a continued heavy for- 
eign buying of barb wire, smooth wire, sheets and tin 
plate. Local makers of wire products report they are 
operating their plants to nearly 100 per cent. of capac- 
ity, and a good part of their output in plain and barb 
wire is being shipped to England and France. There 
has also been some foreign inquiry recently for wire 
rods, and prices secured on foreign business in rods are 
slightly higher than are paid by the domestic trade. 

There has been some fairly heavy buying of steel rails 
in the past week, the Chicago, Rock Island & Pacific 
having placed 10,000 tons, while the Southern Pacific 
has placed 6500 tons of tie plates. Active inquiries in 
the market for steel cars include 5000 for the Rock Is- 
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land; the Chicago & Northwestern has placed 2016 cars 
with the Western Steel Car & Foundry Company, which is 
an identified interest of the Pressed Steel Car Company 
of Pittsburgh. The Pennsylvania Railroad contract for 
138,000 tons of rails has not yet been given out, but is 
expected to be placed in a very short time. Included in 
this contract are 30,000 tons of 125-lb. rails, which will 
probably be rolled by the Cambria and Pennsylvania 
Steel companies. As yet the Edgar Thomson steel 
works of the Carnegie Steel Company, which is a steel- 
rail proposition, is not equipped to roll as heavy as 125- 
lb. sections, but a very large new rail mill is being built 
at this plant, and when completed it will be able to roll 
steel rails up to 150-lb. weight to the yard. 

Last week the Carnegie Steel Company was operat- 
ing its various steel plants in the Pittsburgh and Valley 
and Wheeling districts to about 80 per cent. of capacity. 


The increase in business since last December can be ap-. 


preciated when it is stated that in that month the Car- 
negie Steel Company was operating to only about 35 per 
cent. of capacity. There has been no more change in 
prices, and the efforts to hold plates, shapes and bars at 
1.20c. for May and June and 1.25c. for third quarter 
have been only fairly successful. The price of steel bars 
is pretty strong at 1.20c., but in plates there is a good 
deal of competition from the smaller mills, and 1.15c. is 
being done by several makers with a possibility of a 
slightly lower price on a very attractive order. Some of 
the implement makers are now negotiating for their 
supply of steel bars for second half of the year, and it is 
understood the mills have named a price of 1.20c., min- 
imum, for this delivery. There have been some large 
contracts placed for extensions to manufacturing plants 
which are filling large orders for war materials. One of 
these is the Baldwin Locomotive Works, which will build 
a very large addition to its plant at Eddystone, Phila- 
delphia, calling for about 8000 tons of steel, and this 
will be furnished by the McClintic-Marshall Company of 
Pittsburgh. 

Shipments of finished steel products in April by the 
mills were slightly larger than new orders, and some of 
the steel companies are making fairly heavy inroads 
into orders on their books on account of their heavy 
shipments. Should the present crisis in Germany be 
passed without war being declared it is the general be- 
lief that conditions in the steel trade in the last half of 
the year will be a good deal more active than in the first 
half. 

Local hardware jobbers report that the increased vol- 
ume of business noted in April is holding up so far in 
May, and orders being sent in by the traveling men are 
heavier and greater in number. The demand for all sea- 
sonable hardware goods is fairly heavy, and buyers are 
placing larger orders in view of the possibility of higher 
prices. The tone of the entire market is firmer, and on 
some lines of goods slight advances have already been 
made. The very pleasant weather of the past month or 
more has been a factor in the general improvement in 
business and outdoor work of all kinds is now on in full 
swing. This means a larger consumption of builders’ 
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hardware, and in fact in all kinds of materials used in 
building construction. Interest attaches here to the 
contracts for the hardware and other equipment for the 
new William Penn Hotel being built in this city. It is 
said this will be the finest hotel in Pittsburgh in every 
way in its appointments and that very high-grade goods 
will be used in equipping it. The Logan-Gregg Hard- 
ware Company is making good progress on its new 
store being built on Ninth street in this city, and it is 
the intention of the firm to make it a model building in 
every way. 

Collections are reported quite good from nearly all 
sections and money seems to be plentiful everywhere. 


WirE NaILs.—There is still some foreign demand for 
wire nails, the large orders having been booked by 
local mills in the past week. It is said that in some 
cases these foreign orders give the mills slightly higher 
prices than are being obtained for domestic business. 
The new demand for wire nails from domestic con- 
sumers is light, as the bulk of the heavy buying is over 
and will not come up again until the fall trade starts. 
Jobbers and retailers have fairly heavy stocks, but are 
taking out nails promptly on their orders, and ship- 
ments by the mills are still quite heavy. Prices are 
reported fairly firm and on new orders now being 
placed $1.55 is usually quoted, but on a very nice order 
probably a slightly lower price would be named. 


We quote on new orders: Wire nails, $1.55 to $1.60, gal- 
vanized nails 1 in. and shorter, taking an advance of $1.70 
over this price, or $3.30 and galvanized nails 1 in. and 
longer, an advance of $1.20, or $2.80. 

Retailers f.o.b. Pittsburgh carloads $1.60. Retailers f.o.b. 
Pittsburgh less than carloads $1.70. 


CuT Naits.—Makers report the new demand fair, but 
mostly for carload or smaller lots, and specifications 
against contracts are coming in at a moderate rate. 
The usual asking price of cut nails is $1.55, but on a 
desirable order $1.50, f.o.b. Pittsburgh, would be quoted. 


We quote nails $1.55 per keg in carload and larger lots 
to jobbers; carloads to retailers, $1.60 f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 


BaRB WIRE.—Local makers report they are still re- 
ceiving a very large foreign demand for barb and plain 
wire, and shipments to England and Russia, and occa- 
sionally to other countries, are being made right along. 
Local wire mills are being operated to nearly 100 per 
cent. of capacity, and a good part of the output is for 
foreign orders. Prices on galvanized barb wire are 
very strong, due to the continued high prices for spel- 
ter, which is being quoted now at very close to 15c. 
per pound. 

We quote painted barb wire to jobbers $1.60; galvanized, 
$2.10 to $2.20 in carloads to jobbers, usual terms, freight 
added to point of delivery. Jobbers charge the usual ad- 
vances for small lots from stock. Carloads to retailers f.o.b. 
Pittsburgh $1.65. Less than carloads to retailers f.o.b. Pitts- 
burgh $1.75. Add for galvanizing 60c. per 100 Ibs. 

FENCE WIRE.—Fabricators of fence wire are placing 
orders quite freely and mills report that shipments now 
are nearly as heavy as at any time during the hight of 
the spring trade. The demand from consumers for 
wire fencing is light, as a good part of the building of 
fences has been done and will not be taken up again 
until fall or after the present crops now in the ground 
have been harvested. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized, $2.00, with the usual ad- 
vances charged to jobbers for small lots from store. 

TIN PLATE.—Reports are that the Standard Oil Com- 
pany is in the market for a very large quantity of tin 
plate for oil cans to be used in its export trade. Recently 
this interest placed a contract for nearly 300,000 boxes 
with a tin plate mill in the Wheeling, W. Va., district, 
on which relatively low prices were made. Shipments 
of sheet and tin mill products by the American Sheet & 
Tin Plate Company in April were the heaviest in any 
one month in two years. This interest is operating its 
tin plate mills at present to about 95 per cent. of capac- 
ity, and the larger independent companies are running 
at about the same rate. Only small new orders are 
being placed and on these prices range from $3.15 to 
$3.25 per base box. On a very desirable order, such as 
the Standard Oil Company would place, the lower price 
would be materially shaded. 
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We quote 100-lb. coke plates at $3.25 to $3.35 per base box, 
depending on the order. J 

We quote 100-Ib. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 

SHEETS.—Prices of spelter continue to advance and 
have been quoted very close to 15c. per pound. This is 
reflected in galvanized sheets, which are very strong at 
3.40c., minimum, while some mills are asking as high as 
3.60c., and even 3.75c., for No. 28 gauge. The Ameri- 
can. Sheet & Tin Plate Company is still quoting 3.40c. 
to its regular customers, but will not make any con- 
tracts for forward delivery. It is said that one or two 
leading makers of sheets are entirely out of the market 
as sellers, having very little spelter on hand and desir- 
ing to use what they have to fill orders already on their 
books. Prices of black and blue annealed sheets are 
reported firmer than for some time. 

Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advances for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 


of invoice: 


Blue Annealed Sheets 
Cents per lb. 


ee te eas oe rakcerdotes eeerwe 1.25 to 1.30 
Ds: SP Ee. ow 6 bo eae aae- ee eee ee 1.30 to 1.35 
EE) Os Sr eee re So 1.35 to et 
Nos. Se eee ee wre ee ee 1.45 to 1.5 
oo +f: ~ 1.55 to 1.60 


Se) a OS RPP TTT rTeeCrerr ec Tries 


Box Annealed Sheets, Cold Rolled 
Cents per Ib. 


pa ere ere ro 1.45 to 1.50 
OE eee peS eer rere eT 1.45 to 1.50 
pO SE ee errr ee eee 1.50 to 1.55 
NT NS EP ee ee ee se 1.55 to 1.60 
| i, >. ee ees Ara 1.60 to 1.65 
OS FO ee rr er ree 1.65 to 1.70 
OE 2 ree ee eee ee ee 1.70 to 1.75 
io de eke eh een Oba ee ewe 1.75 to 1.80 
ee re ee ee ee ee ee ee 1.80 to 1.85 
ME ss ae aede eenk b46 56 buwhebs ek eeeres 1.85 to 1.90 
Nn i ene et abeetenseeehe an senate 1.95 to 2.00 


Galvanized Sheets of Black Sheet Gauge 
Cents per Ib. 


OE ES. i cieeseckeawe se neéa ut 2.40 to 2.50 
i ae eer rer ee 2.50 to 2.60 
Nos. 13 and iy rrrererrrirereriec 
2 owed de eee endiedcse wakes 2.65 to 2.75 
ee ES in a os oleate eek se bbe taba 2.80 to 2.90 
ED ns. kc ews ee ee eee as 2.95 to 3.05 
a See ee ae arr 
| ee SS ee eee 3.25 to 3.35 
DED tis oe haath ke Ed OOO CER ....~-3.40 to 3.50 
OS ee er re ee eet re 3.55 to 3.65 
ce ee oe eee 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 

Painting: 29 25to28 19to24 12to18 

Regular, or oiling ........ a 0.15 9.10 0.05 

Graphite, regular ......... 0.25 0.15 0.10 
Forming: 

2, 2%, 3 and 5 in. corru- 

ET ks ow ae a a aldes 

2, V-crimped without sticks 
% to 1% in. corrugated... 
3, V-crimped without sticks 
Pressed, standard seam, 

ns a wwe ws 
Plain roll roofing, with or 

nr. 8 als nd Sie 
is Sl res 
Weatherboard siding ...... 
pO ee ashen 0. 
Rock face brick and stone 

SE ace cca ed weesekaens Sate 0.25 25 
Roll and cap roofing, with 


0.05 


> 229299 
-* Ne oo ia) 


- ogo 


OO Oo 


> 
ee | 
> 
a" 
a 


dd 


caps and cleats ........ 25 0.25 
Roofing valley, 12 in., and 
0) EP ee esi 0.25 0.25 
Ridge roll and flashing 
(plain or coyrugated) . bi eed 0.65 0.65 0.65 


NuTs, BOLTS AND RIvETS.—The new demand is re- 
ported more active and is probably due to the firmer 
tone in prices, the recent advance being reported as 
firmly held. Costs of raw materials used in making 
nuts and bolts have gone up materially since January 1, 
and makers say they must get higher prices of the fin- 
ished product to come out even or to make a slight 
profit. Discounts to the jobbing trade on large lots 
now in force are as follows: 


U. S. S. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 


% in. and emailer Rex... .....cccccees 8.1¢c. per lb. off 
SS Ge OO Be Mss wcdccanctbaces 7.3¢c. per Ib. off 
BG, Ge Gis ove ccccspedtccccset ».3c. per Ib. off 
Semi-Finished Tapped 
¥% in. and smaller hex.............. 85-10-10-10 off 
i, BRO BOGE BOs ccc cccsscsvesvtes 85-10-10 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter.......... 80-10-5 off 
Package Rivets 1000 Pcs. 
Black, metallic tinned and tin plated... .75-10-19 off 
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IRON AND STEEL Barks.—Shipments of steel bars in 
April by the leading mills were the heaviest in any one 
month in more than two years. The new demand is 
active and prices are very firm. Some of the imple- 
ment makers have negotiations on with the steel bar 
mills for the supply of steel bars for last half of 1915, 
and it is expected that some of this business will be 
closed shortly on the basis of 1.20c., Pittsburgh, or per- 
haps slightly lower. Mills report the new demand for 
reinforcing bars very active and prices are firm. The 
new demand for iron bars is better than for some time, 
but is only large enough yet to allow the mills to run 
from 50 to 60 per cent. of capacity. 

We quote steel bars at 1.20c. for second quarter delivery. 

We quote common iron bars at 1.20c. f.o.b. Pittsburgh. 

WrouGHT PiPpeE.—The new demand for tubular goods 
is much more active than for some months, actual or- 
ders booked by the National Tube Company being prac- 
tically as large as capacity. This interest has taken a 
contract for 177 miles of 12-in. pipe for shipment to the 
Louisiana oil fields, and also 28 miles of 20-in. for local 
natural gas lines. A large pipe mill in the Wheeling 
district has taken a contract for 55 miles of screw pipe 
for delivery in the Oklahoma natural gas fields. It is 
said the new discounts on both iron and steel pipe are 
being quite firmly held. The following are the jobbers’ 
carload discounts on the Pittsburgh basing card in effect 
from May 1, 1915, all full weight: 


Butt Weld 


eel ron 
Inches Black Galv. Inches Black Galv. 
iy, %& and %... 72 51% SS fare 64 42 
se és i Mane af Wa 7 6414 oe teeesedes ed cd ae 42 
ef fF Sperone 79 6814 Re yr re 68 52 
oe Or Bs cee sac 71 57 

Lap Weld 

i Mi laa 76 6514 ee 41 
a Ue ed eke ee 78 671% Se 66 52 
SS err, 76 ee 2 ol wecnkvs es wue'eee 67 54 
oe bt ee 62%, 65% eS 69 57 
Sr ee ake 60 651% ES ae. Ci 57 
ae sen we ke ee 67 5 








Office of HARDWARE AGE, 
New York, May 15, 1915. 


ROADLY considered, trade is fluky and irregular. 

For a series of days the mails will bring fairly 

good orders in amounts, although they are for small 

quantities and comparatively many in number, which 

necessitates more work. Then a period will follow in 
which to rest up, so to speak. 

In some quarters manufacturers and merchants say 
that trade has sloughed off in the last few weeks, 
diminishing rather than increasing, as it promised to 
earlier in the season. Such trades as are participating, 
directly or indirectly, in furnishing supplies and muni- 
tions of war which run into many kinds of merchandise, 
have been greatly helped by such orders. 

Another statement frequently encountered is, had 
it not been for the present situation abroad, the coun- 
try would have been flooded with manufactured prod- 
ucts from Europe because of lower tariff schedules, 
many of which goods had already begun to flow this 
way previous to August l. 

Articles based largely on copper, brass and spelter 
for instance, have advanced because of the abnormal 
demand for these raw materials, which has affected 
builders’ hardware, brass and bronze goods of various 
types, valves, galvanized ware and lines falling into 
these classes. 

Salesmen for different houses complain, or say they 
are doing fairly well, according to the character of 
goods marketed. In one leading line of goods in the 
nature of drain tools, the business of the first third 
of this year has turned out better than for the first 
half of 1914. Part of this is due to war demand, but 
not entirely so. 

Taking the totals of trade in the mass for the coun- 
try they indicate a forward movement and the steady 
gains in bank clearances are not attributable entirely to 
speculation in securities. The earnings of railways 
are a little better and reports show fewer idle cars. 
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Reamed and Drifted 








: to 3, Dutt..... 77 6614 1 to Nil butt. 69 55 
i opeck es oot @ 74 6314 CO eS 69 55 
oy to 6, lap.. 76 65% = er 53 39 
3 are 64 50 
. er 65 52 
2'Y%y to 4 lap. 67 55 
Butt Weld, extra strong, plain ends 
%,%and &%.... 67 54% OO i a aie eo ed wid 61 48 
sae abe wee é & 72 6314 OR a a ang Gk ae 56 
§ 2 ee 76 6714 t's, Fae 70 58 
-_ 4 ee 77 6814 DS ORE Behe ccsthis Ua 59 
Lap Weld, extra strong, plain ends 

nae cee abe 73 62% Lie veeeeeeeeeee 65 53 
ae Ot Beckie ctdas 75 > err 67 54 
ae ae Bs we oened 74 6314 3% fF eae 69 57 
Sf aera 68 57% 2S Ses 68 56 
i & faa 63 52% i > a 61 51 
ff) 2 ee 56 46 

Butt Weld, double extra strong, plain ends 
re ee 62 _. EE Brerrewr tie 56 45 
. >. Spee 65 5614 | 2 0 aa 59 48 
5 * ror 67 581% 2 and 2%...... 61 50 

Lap Weld, double extra strong, plain ends 
aici Wei aici 63 54 eT ere err a | | 45 
, f < ae 65 561% 31 5 Se 59 50 
Sg Fe 64 55% | 4% to 6........ 58 49 
en eke eine 58 , Te « See 51 40 


To the large jobbing trade an additional 5 per cent. is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, in effect 
from May 1, 1915, are as follows: 


Lap Welded Steel Standard Charcoal Iron 





ey 2 eee 38) 8s eee 52 
RE reer re eee 62 ee de os ogg wale 49 
ee Ci re hs vee ceees 68 2% and 2% in.......... 56 
ft ¢& Serres 73 F €§ aa r 60 
Doe OMG S56 FR. occ ccccce 74 3% and 4% in.......... 62 
PG Cenk eas comeee 67 J £ | Seeererrr 56 
ff f errr ee 64 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent. net extra. 

2 in. and larger, over 22 ft., 


10 per cent. net extra. 





The retail trade has been benefited by fine spring 
weather, but purchases are largely for actual wants 
such as usually develop in the spring, whether for 
gardening, screening houses or the daily wants of the 
average householder. 

In exports for merchandise, not connected with war, 
the present and the outlook are not so good. High 
freights, scarcity in vessels, increased insurance pre- 
miums and stagnation in many neutral markets be- 
cause of the cutting off of European demand for ma- 
terials originating in such countries as, for instance, 
South and Central America and the Orient, serve to 
curb any disposition to order more than the consump- 
tive demand actually compels. 

So far as collections are concerned, it is agreed that 
this is a weak spot and far from satisfactory. In 
certain lines of goods customers who ordinarily have 
been accustomed to pay in 30 days often take 60 to 90 
days; others whose usual credit terms are 60 days often 
run into 90 to 120 days. 


WIRE NaiLts.—The general business in this line is 
spoken of as having improved a little and daily trans- 
actions with merchants adjacent to New York seem 
to be calling for a little more in the way of supplies 
every day. The fine spring weather has favored con- 
struction and out of door work, which in a moderate 
way has improved conditions a trifle. 

Wire nails, out of store, are on the basis of $1.90 per keg. 


CuT NaiLs.—More cut nails are moving also, al- 
though the increase is not pronounced. Still the con- 
sumption is a little larger and exports are looking up 
in a moderate way. What hinders this class of trade 
is the difficulty and high cost of ocean transportation, 
owing to scarcity of vessels available. 

Cut nails, out of store, are based on $1.90 per keg. 

LINSEED O1L.—Business is described as fairly good, 
but not especially active. While there is no radical 


change in the price situation, there has been a small 
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but steady advance in flaxseed. The oil cake condition 
is still a weak spot. The outlook in the fodder market 
for the summer months is not encouraging, as most 
of this by-product is consumed in the winter, although 
to some extent oil cake is fed to stock the year around. 


Linseed oil, raw, city brands, was advanced to 67c. for 5 
or more bbls., and 68c. per gal. in less than 5 bbls. 

State and Western oil has been anywhere from 65 to 65\4c. 
in carloads and 66c. per gal. for smaller quantities. 


Rope.—Business in rope continues to be very good 
and present conditions are more encouraging to manu- 
facturers and merchants, who have long suffered from 
unusual dullness. Trade was excellent last month and 
said to be good so far in May. Another feature of the 
situation is that makers are getting the advance of Ic. 
per lb. on Manila rope, with prices firm and well main- 
tained. If prices for Manila hemp fiber continue to 
advance, makers will have to charge more for rope. 
The fact is that stocks were unusually light in rope and 
had to be replenished to enable merchants to execute 
orders. Some buyers have sought to make contracts 
for six months ahead on the basis of current prices, 
but have been compelled to limit their undertakings 
through 60 to 90 days. 


Jobbers’ prices are based on 13c., 12c. and lic. for first, 
second and third grade Manila rope, respectively. 


BRASS AND BRONZE Goops.—Greene, Tweed & Co., 
109 Duane street, New York, announce that they have 





Office of HARDWARE AGE, 
Chicago, Ill., May 17, 1915. 
HE fact that we face serious international compli- 
cations has apparently had no effect on buying yet. 
It is possible that some of the larger purchasers have 
held up specifications to manufacturers, but on the 
whole business seems to be somewhat better than it has 
been for the past few weeks. The improvement is very 
gradual, indicating that dealers expect to continue their 
conservative buying policy but that the increased de- 
mands of consumers necessitate heavier purchases. 

Another encouraging feature is in the heavier busi- 
ness that has recently been taken by manufacturers. 
Railroad purchases are larger and other purchasers are 
supplying a volume that is quite satisfactory, conditions 
being considered. 

Manufacturers of builders’ hardware are now issuing 
new prices to replace those withdrawn recently. On 
most lines of cast and wrought bronze and brass the 
advance is 10 per cent. It is understood that for inside 
sets where net prices have been quoted previously there 
will be an advance of 50c. a dozen, while steel inside 
sets will advance 25c. a dozen. Iron bolts, not plated, 
will not be advanced. Four by four-inch butts are ad- 
vanced 50c. a hundred, and larger sizes are advanced 
le. a pair. 

The demand for ammunition continues to be excel- 
lent. Wholesalers do not seem to be talking probable 
advances to customers, although practically all mate- 
rial used in manufacturing loaded shells has advanced. 
It is believed that retailers are specifying their quanti- 
ties now in order to assure delivery, it being assumed 
that there will be delays later. 


WirE Naits.—The demand for wire nails has in- 
creased during the past week. Prices are firmer, 
though some business is going at $1.55, Pittsburgh 
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Office of HARDWARE AGE, 
Cleveland, Ohio, May 18, 1915. 
ONDITIONS in the hardware trade with both the 
wholesale and retail merchants continue to grow 
better and May, like April, will show a larger volume 
of business than the corresponding month a year ago. 
Wholesale dealers report a very good demand for hose, 
garden tools, lawn mowers and other seasonable goods, 
both from the country and city trade, and some repeat 
orders are now coming in for seasonable goods. Coun- 
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been compelled to withdraw all prices on brass and 
bronze goods, because of the continual advances in raw 
material. All orders sent to them will be invoiced at 
their best prices ruling on day of receipt of order. 


NAVAL STORES.—There is moderate buying of naval 
stores by jobbers, but they are inclined to hold off and 
watch developments. Manufacturers are not well sup- 
plied, but the disposition at present is to postpone 
placing orders to any considerable extent, and there is 
also less doing in Savannah, the primary market. 

Turpentine, in yard, is quoted at 46c. per gal. 

Rosins are stili on the basis of recent quotations, common 
to good strained, in yard, being quoted at $3.55 and D. grade 
at $3.70 per bbl. 

WINDOW GLASS.—This branch of business continues 
to be as slack as it long has been, so far as this terri- 
tory is concerned, and there is no indication whatever 
of improvement. Production is being curtailed because 
of the approaching summer season, practically shutting 
down sooner than intended earlier in the year. Prices 
are maintained on about the same basis because of 
diminution in manufacture, and a realization that 
lower prices would not sell more goods to merchants 
who seem determined to watch and wait. 

Window glass is unchanged at 90-10 to 90-15 per cent. on 


single thick, and 90-15 to 90-20 per cent. discount on double 
thick from jobbers’ list. 





basis. New business is being taken generally at $1.60. 
We quote wire nails, f.o.b. Chicago, as follows: 
ta ak is el $1.739 to $1.789 base 


1.789 to 1.839 base 
L 889 to 1.939 base 


Carloads to jobbers 
Carloads to retailers 
Less than carloads to retailers.. 


BarB WirRE.—The spring selling season is over but 
the fill-in demand has improved somewhat. Prices for 
galvanizing are now firmly established on the 60c. ad- 
vance basis. In some cases it is understood that some 
companies are filling old contracts on the 50c. basis, 
but information is obtained that the leading interest in 
this territory has refused to renew or extend old con- 
tracts on this basis. We quote barb wire, f.o.b. Chi- 
cago, as follows: 


Carloads to jobbers, painted............ $1.789 base 

Carloads to jobbers, galv............... 2.389 base 

Carloads to retailers, painted........... 1.839 base 

Carloads to retailers, galv.............. 2.439 base 

An additional advance of 10c. for less than carloads. 
STAPLES.—We quote staples, bright, at same prices 
as painted barb wire. Galvanized staples are quoted 


at same prices as galvanized barb wire. 


FENCE WIRE.—Business in this product is fair. The 
same conditions as regards galvanizing that apply to 
the barb wire situation are true of the fence trade. We 
quote fence wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, annealed............... $1.589 
Carloads to jobbers, galvanized............. , 
Carloads to retailers, annealed.............. 
Carloads to retailers, galvanized....:....... 

An additional advance of ten cents for less than carloads 
to retailers. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process lingeed oil: 


ee a 5d sc one bean dob OK SRO OR 66c. 
Ce ED oe cna kae ss chee O6R de eee eewee ene 67c. 
a ee ee ss sw bid 06.6 ob aeeeenees 68c. 
er ee es ows be ed es weeeenbe awa 69c. 
Dee Gee, Mila oo 66 6 6 066s onebevencwn 70c. 
Lees than 5 DAFTOlS, DOMCG... cc ccccscccccccccs Tle. 
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try merchants have been stocking up quite heavily on 


binder twine during the past week or two. The demand 
for shelf hardware has improved among both the local 
and country merchants and is quite satisfactory. 
Cleveland retail merchants are doing a fair volume 
of business in builders’ hardware, but the demand for 
this line in other sections of this territory is not very 
active. However, when the spring building work gets 
further along a better volume of orders is expected in 
builders’ hardware. Locally a large amount of new 
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building work is coming out for about all types of 
buildings. Reports from the country merchants indi- 
cate that because of the prevailing good prices for farm 
products, which are likely to continue, at least through 
the present season, farmers in some sections have put 
more land under cultivation this season than has been 
the rule. 

| The local demand for mechanics’ tools has steadily 
improved during the past month, owing to the fact that 
more mechanics have returned to work in the shops. 
Owing to the increased operation of various plants there 
is a scarcity of some classes of skilled workmen and 
few experienced men in any line are out of work. The 
demand for mill supplies is fairly active. 

There is a little more activity in sheets but the trade 
is buying only for immediate needs, because of the high 
prices on galvanized sheets. These prices are slightly 
firmer, 3.40c. at mills being the minimum quotation for 
No. 28 gauge, and quotations ranging up to 3.75c. 
Black sheets are quoted at 1.80c. to 1.85c. for No. 28. 
Poultry netting is in good demand and a satisfactory 
volume of business is coming out in wire and wire 
fencing. 


Personal 


H. L. Gray, formerly of Kansas City, has just moved 
to St. Louis to take up his new duties as the buyer of 
tools for the Simmons Hardware Company. Mr. Gray 

















H. L. Gray 


is now on a tour visiting the company’s different houses 
at Philadelphia, New York, Toledo, Minneapolis, Sioux 
City, and Wichita, and incidentally a few of the manu- 
facturers on the way. He expects to return to St. 
Louis, the headquarters of the company’s buying de- 
partment, and assume the duties of his new position 
about June first. 


R. B. BRusH has entered the employ of S. J. Eisen- 
mann, 369 Broadway, New York, who is a manufac- 
turers’ direct representative in hardware, woodenware, 
brooms, housefurnishing specialties, wire goods, toys 
and other lines handled by hardware jobbers, depart- 
ment stores and others of this general character. Mr. 
Brush is a son of George S. Brush, who has been 
twenty-eight years in the housefurnishing goods busi- 
ness, first with Matthai Ingram & Co., and since 1899, 
with the National Enameling & Stamping Company, 
New York, which took over the plant of Matthai In- 
gram & Co. 

O. S. LARKBY, secretary of the Edwards Mfg. Com- 
pany, Cincinnati, Ohio, has been elected secretary of the 
Hyde Park Country Club, a prominent social organiza- 
tion of that city. 
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Russian Credit 


LATE number of the London Chamber of Com- 

merce Journal gives the following valuable ad- 
vice, which applies with equal force to American 
manufacturers and merchants: “The question of 
granting credit in Russia is one of outstanding im- 
portance. Firms not willing to give credit for four 
to six months after the receipt of goods had much 
better not attempt to enter the Russian market. 
The request for credit is no captious demand in 
Russia, but an essential corollary of a commerce 
carried on in a vast empire in which railways are 
few, markets widely separated, where roads fre- 
quently are bad and often non-existent. The ma- 
jority of the customers are peasants who can only 
pay on the realization of the harvest, and the retail 
merchant must have credit to allow him to carry 
any stock. The great question does not, however, 
lie in the quantity of credit, but to whom the credit 
is granted, and where merchants and manufacturers 
are at fault is that they will often grant credit 
where none should be given and refuse it where it 
should be granted freely. This is due to the imper- 
fect knowledge of Russian conditions, and it can 
only be rectified by the intimate personal. knowledge 
which can be gained by frequent visits of princi- 
pals or travelers to Russia.” 


George A. Graham Joins J. P. 
Morgan & Co. 


(, nOses A. GRAHAM, junior partner of John 
H. Graham & Co., New York, long direct repre- 
sentatives of leading hardware manufacturers, has 
been drafted by J. P. Morgan & Co., New York, to 
assist that banking house in purchases of war mate- 
rial, all of which from Great Britain, not to mention 
other similar businesses, bought in the U. S. A. is 
handled by them. The head of the Morgan foreign 
trade department is Edward R. Stettinius. Mr. 
Stettinius is president of the Diamond Match Com- 
pany and vice-president of the Babcock & Wilcox 
Company, which during a time of stress is giving 
valuable service to the Morgan establishment. 


New Association of Gas Stove 
Dealers 


HE Gas Stove Dealers’ Association of Cincinnati, 
Ohio, held its first meeting at the Hotel Gibson 
recently. Over 30 stove dealers were present and 
for the initial meeting this was considered a very 
good attendance. 

The purpose of the new association is to make 
special efforts to improve conditions in the stove 
trade. All retailers, including the furniture houses, 
are eligible for membership. 

John Herbert acted as temporary chairman and 
Charles Kobmann was selected as temporary secre- 
tary, and at the next meeting permanent officers will 
be elected. 


THE PLANT OF THE GLOBE MFG. COMPANY, Perry, Ia., 
maker of the Quicker Yet washing machines, was re- 
cently destroyed by fire. It is estimated that the total 
loss will reach $130,000, covered by insurance to the 
amount of $40,000. Plans are being drawn for a new 
factory building 500 feet long, 100 feet wide, one story 
high, to be constructed of steel and concrete with each 
department a separate unit; also an office and sales 
room building 36 by 50 feet, two floors, of the same 
construction. The company expects to have the build- 
ing completed, equipped and in operation not later than 
May 1, 1915. 


















































THE WAY TO MAKE WELL MILK 
COOLERS 


By A. F. MUELLER 
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Patterns for making well milk coolers 


are the sources of water supply, and these wells 

can be also used as coolers for milk, cream, 
butter and other perishable foods in limited quan- 
tities. Fig. 1 is an illustration of a container or 
cooler having several compartments, and it is sim- 
ply a galvanized bucket with an outside cover and 
four 114-in. ventilating openings that are covered 
with brass strainer cloth. A popular size is 12 in. 
in diameter and 18 inches high, and the bail is made 
so that it must be placed in a horizontal position, 
or turned down, before it will permit the removal 
of the cover. They can be made larger if a windlass 
is used, but the size given above is about as large 
as can be conveniently lowered or raised by hand. 


T some parts of the country open or dug wells 


In the illustration the ears are made of bar iron, 
but the heavy malleable tinned ears will answer as 
well for the purpose. The cover is made flat for 
a number of reasons, principal of which is that 
when it is taken from the cooler it can be turned up- 
side down and then serves as a clean place in which 
to set the compartments or cans as they are taken 
from the cooler. A pitched cover with an inside 
rim may be used, a section being shown in Fig. 5, 
but it does not exclude foreign matter as satisfac- 
torily as the flat cover. 

The number of compartments is usually three, 
and they are shown in Figs. 2, 3 and 4. Figs. 2 
and 3 are duplicates and are set in the bottom of the 
cooler with their flat sides facing, and the compart- 
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ments are an inch less in diameter than the cooler, 
and these two are intended for milk and cream. 
Fig. 4 is the compartment usually used for butter, 
an inch less in diameter than the cooler (large 
enough for an ordinary plate), about 6 in. deep and 
it sits on top of the two other compartments. Each 
compartment is provided with two folding rings or 
lifts, and the top edges may be wired or hemmed. 
They are made of bright tin, and all of the seams 
are soldered on the inside and outside, and the wire, 
if wired, is soldered in. 

Fig. 6 is one of the lifts or rings, and while the 
compartments when filled are not so heavy, both 
hands however must be used to remove them from 
the cooler, and the rings do not need to be larger 
than 1 in. inside diameter. Fig. 7 shows a tool for 
making these rings. It is a piece of round iron, 
on which there has been ground or filed a flat side. 
At the top there is a slot that can be cut with a 
hack saw in several ways. A hole can be drilled, 
preferably to one side of the middle of the flat side, 
at what will be the bottom of the slot, and then two 
saw cuts will complete the slot. Or if the wire in 
the rings is not too heavy, two or three blades can 
be put in the hack saw and this will cut a slot that 
will be wide enough. Place the tool firmly in the 
vise and put one end of the wire in the slot and 
then wind the wire around the tool, striking each 
round of the wire with the hammer where it passes 
over the flat side of the tool. When the winding is 
finished the wire can be slipped off the tool and 
cut in the middle of the flat part of each round with 
the wire nippers. 

Fig. 8 is an illustration of a well cooler for milk 
only, to hold from 4 to 12 qts. It is made of bright 
tin with a breast and a 4-in. can screw on top that 
has a 114-in. brass strainer cloth covered vent hole. 
It should be made quite long, as then there is more 
cooling surface. Fig. 12 is a section of the grooved 
body seam, and Fig. 11 is a section on the seam be- 
tween the body and the bottom. Fig. 9 is a section 
at the top and shows that the breast is pinned to 
the body and that the edge of the screw flange has 
been turned so that it will fit the breast, and is 
then well soldered to it. The breast can be double- 
seamed to the body, as in Fig. 10, and the bottom 
double-seamed later, as the 4-in. screw opening will 
permit the introduction of a stake to do the double 
seaming. 


Obituary 


Butler F. Williams, who was probably the best known 
hardware and cutlery salesman in the United States, 
died at his home in Mansfield, Ohio, May 10. Mr. Wil- 
liams was born May 6, 1844, at North Jackson, Susque- 
hanna County, Pa. In February, 1869, he made his first 
trip representing Simpson, Hall & Miller, and later in 
the same year he went with the Northfield Knife Com- 
pany and continued to represent it until 1901. During 
his service with the Northfield Knife Company he also 
represented various table cutlery manufacturers, such 
as the Meriden Cutlery Company, 1869 to 1871, Lam- 
son & Goodnow 1871 to 1873, the J. Russell Company 
1873 to 1876, the Frary Cutlery Company 1876 to 1877, 
and in the fall of 1877 he went with Landers, Frary & 
Clark, with whom he continued until 1907, making 30 
years continuous service with this house. After rep- 
resenting the Northfield Knife Company for 22 years 
he changed his pocket knife connections, going to the 
Holley Mfg. Company in 1891, which he represented in 
connection with his other factories until 1896, when the 
growth of his Landers, Frary & Clark business com- 
pelled him to give all of his time to their lines. After 
severing his long connection with Landers, Frary & 
Clark, Mr. Williams in 1907 became purchasing agent 
for the Lean Mfg. Company, Mansfield, Ohio, but in 
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1909 he returned to active road work and represented a 
number of manufacturers until January 1, 1915, when 
the development of serious heart trouble compelled him 

















Butler F. Williams 


to permanently retire from the road after 45 years of 
activity. During the last six years of his work Mr. 
Williams represented the Holley Mfg. Company, the 
Lamson & Goodnow Mfg. Company, Schmachtenberg 
Bros., the Colebrookdale Iron Company, the Pelouze 
Mfg. Company and the Kane Cutlery Company. In 
January, 1914, he was made general manager of the 
Kane Cutlery Company, Kane, Pa., and during this year 
he devoted much of his time to a reorganization of this 
company. Mr. Williams was a Mason, being identified 
with all of the York rite bodies of his home city of 
Mansfield, Ohio. He is survived by his widow and a 
son, Charles S. Williams of Mansfield, Ohio. 


CHARLES C. LEWIS, for 28 years prominent in the 
wholesale hardware business in Springfield, Mass., died 
at his home 190 Longhill street, after a week’s illness 
of peritonitis. He was born in 1859, and early entered 
the hardware business, beginning his career in the em- 
ploy of Dudley & Stevenson of New London, Conn. In 
1887 he went to Springfield and established himself in 
business at 30 Lyman street. Mr. Lewis was president 
and manager of the Charles C. Lewis Company, and 
had served as vice-president of the American Iron, Steel 
& Heavy Hardware Association. 


ANDREW P. THOMPSON, a hardware merchant of At- 
lanta, Ga., died at the residence of his son H. P. 
Thompson, in his seventy-third year. Mr. Thompson 
enlisted at the beginning of the Civil War, and at its 
close moved to Atlanta, where he engaged in the hard- 
ware business, associating himself with the firm of 
T. M. Clarke & Co. He was later connected with the 
Fitten-Thompson Hardware Company. He is survived 
by a widow, two daughters and four sons. 


PuHIuLip R. RICE, a resident of New Orleans, La., for 
many years identified with the hardware firm of Rice, 
Born & Co., New Orleans, until seven years ago, when 
he became confidential adviser to the president of the 
Erie Railroad, died at his home in New York City. 


JOHN J. YODER, pioneer hardware dealer of Topeka, 
Ind., who recently suffered a stroke of paralysis, died 
at his home in his eighty-second year. He was a well 
known hardware man, having been engaged in business 
for 30 years. 


Louis HAAs, head of the hardware firm of Henry 
Haas & Son, 1909 Park avenue, New York, aged 53, 
died at his home 1800 Seventh avenue. He is survived 
by a widow and three sons. 
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Stanley No. 1776-J1 Hardware Set 


For Garage Doors 


Containing 








Complete Hardware Equipment 
for Garage with Double Doors 


Set includes the following: 








No. 960 Reversed Pad : , , : 
. , 3 pairs No. g60-J1I 10-inch Extra Heavy Tee 
Hinges, with Reversed Pads. 

. 1 No. 1055-J1 6-inch Wrought Steel Chain Bolt. 
. 1 No. 1056-J1 6-inch Wrought Steel Foot Bolt. 
1 No. 1260-J1 No. 4 Thumb Latch, with Padlock 
Eyes. 
1 No. 1257-J1 No. 4 Handle. 

All the above in Dead Black Japanned Finish. 


se 








No. 1776-J1 Garage door set, supplies the de- 
mand for a quality set at moderate cost. The 


-a D> extra heavy 10-inch hinges have reversed pads to 
sen rortiing permit application to jamb of the door. 


Complete in the Strong Stanley Telescope Box. 





No. 1055 





A neat handy package for your shelves. Saves 
time and labor. 


Size of Box: 1234 x 7% x 2% inches. Gross 
weight, 20 pounds. 


Each item is wrapped separately and screws of 
proper size and finish are included. 


Send your order to your jobber now, and ask 
us for printed matter with complete description 
to enclose with your letters and invoices. Ask 
for Circular “W.” 


Our Expositior booth is in Palace of Manufactures, Block 26, cor- 
ner of 5th St. and Ave. D. Call and see us. 


See pagxe 107 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


New “Osseo” Steel Kitchen 
Cabinet 


The Ohio State Stove Company, 
Columbus, Ohio, is marketing the 
new “Ossco” steel kitchen cabinet, 








The new “Ossco” steel kitchen cabinet 


which is shown herewith. This cabi- 
net is made of high grade, open- 
hearth steel, white enameled inside 
and out. The enamel is thoroughly 
baked to the steel and its surface is 
so smooth that dirt can be wiped off 
with a damp cloth, making this cabi- 
net easy to keep clean. 

The “Ossco” cabinet has no joints 
or rivets, its parts are not soldered 
together but are electrically welded. 
The upper and lower sections are se- 
curely bolted into one piece. It is 
claimed that this cabinet is no heavier 
than a wooden one, and that it can be 
easily moved about, being equipped 
with large, ball bearing castors. 

Other points strongly brought out 
by the company are that the “Ossco” 
cabinet cannot be penetrated by mois- 
ture and that it will not absorb odors. 
The doors, also, will not swell or 
bulge. Each door is well padded and 
is furnished with a spring catch 
which cushions it gently, avoiding 
noise. 

The equipment of this cabinet con- 
sists of a flour bin, a glass sugar con- 
tainer, tea, coffee and spice contain- 
ers, a glass door and glass drawer 
knobs, a heavy glass rolling pin, a 
cake and bread box, cupboards for 
pots, pans and kettles, a roomy 
drawer for knives, forks and spoons, a 
bread and pastry box and a sliding 
table top to work on, which is of 
either nickeloid or opal glass. 


THE AMERICAN VACUUM COMPANY, 
421 Hume Mansur Building, Indian- 
apolis, Ind., has been recently incorpo- 
rated for the purpose of distributing 
vacuum cleaners. The officers and 
directors of the company are R. L. 
Head, president; L. W. Henley, vice- 
president; Houston Bond, secretary- 
treasurer; F. C. Sherman, general 
sales manager; Julius Shepard, attor- 
ney, and N. T. Miller. 


New Eveready Products 


The American Ever Ready Works, 
304 Hudson street, New York City, 
has recently brought out five new 
products, which are shown in the ac- 
companying illustration. These are a 
vest pocket and a coat pocket flash- 
light, a tubular flashlight, the Ev- 
eready “Handylamp” and the Eveready 
“Jack-O-Lantern.” The vest pocket 
flashlight is known as No. 6951. It 
measures 1 by 1% by 3% inches, and 
it is finished in black celluloid. The 
coat pocket flashlight, No. 6909, meas- 
ures 1 by 2% by 3% inches. This 
model is finished in vulcanized fiber 
No. 6951 retails for $1.25 and No. 
6909 is priced at $1.50. 

The No. 2634 nickel plated tubular 
flashlight has a large lens and re- 
flector. It measures 1% by 6% 
inches, and sells for $2. The No. 4716 
Eveready “Handylamp” takes any 
standard 6-inch dry battery. It gives 
a strong, white light and has a life of 
several months on one battery. This 
“Handylamp” is listed at $1.75. The 
No. 4717 Eveready “Jack-O-Lantern”’ 
is supplied with a clear, red or green 
globe. The company states that it is 
a pleasing novelty for children and 


























The new Eveready vest pocket and coat 

pocket flashlights are shown at the top; 

the middle view shows the Eveready tubu- 

lar flashlight No. 2634; the Hveready 

“Handylamp” and the “Jack-O-Lantern” 
are shown at the bottom 


that it is useful during holiday and 
carnival times. This latter model 
sells for $1.25 complete. 


THE NoBLE AIR PUMP COMPANY, 
Toronto, Ont., Canada, has been in- 
corporated for $25,000 to manufacture 
pumps and accessories. 
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Whiting-Adams “Vulcan” 
Shaving Brushes 


The John L. Whiting-J. J. Adams 
Company, 690-710 Harrison avenue, 
Boston, Mass., is manufacturing the 
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Display case for the Whiting-Adams 
“Vulcan” shaving brushes 


Whiting-Adams “Vulcan” rubber ce- 
mented shaving brushes. The com- 
pany states that these shaving brushes 
are made in many styles and that 
they never shed hairs, wearing a very 
long time. It is also claimed that the 
“Vulcan”. brushes always lather the 
face as it should be and help to make 
shaving easy. 

In these brushes the bristles and 
hair are first imbedded in best quality 
rubber in a plastic condition, then 
vuleanized hard, making a solid mass 
which cannot dissolve or disintegrate, 
and from which it is impossible to re- 
lease the bristles and hair. 


New Parker Vise Rack 


The Charles Parker Company, Meri- 
den, Conn., and 32 Warren street, New 
York City, is offering a new vise dis- 
play stand to the trade without charge 
other than the ordering of an assort- 
ment of the company’s vises to accom- 
pany the stand. Any required length 
of stand is readily obtainable, it being 
made longer or shorter as determined 
by the assortment required by the in- 
dividual merchant’s needs. 

The stands are stated to be excep- 
tionally strong, and substantial enough 
to carry a large assortment of vises. 
The retail merchant’s order for sam- 
ple vises should accompany the re- 
quest for a display stand, so that the 
manufacturer can then cut and bore 
the shelves of the stand to suit the 
vises ordered. Each location is marked 
with the number of the vise designed 
to fill that particular space. 

The stand is mounted on the heavi- 
est of piano casters, which feature 
permits the stand to be easily moved, 
even when heavily loaded, to a new 
floor location, or to incorporate it in 
window displays. The company states 
that the use of this display rack will 
materially aid in assisting sales of 


a a 





—E——— Fr OE Eee eee .hCUmr 





May 20, 1915 HARDWARE AGE 


a: a 
‘ % ~ 
ee : 





T is surprising how much wear 
and tear and abuse a parlor door 
hanger really encounters. 








The unexpected strain is always the treacher- 
ous one. Therefore, a good hanger holds a 
reserve power for any emergency call. 


In the face of heavy taxation from every imaginable 
source Richards-Wilcox Parlor Door Hangers slide noise- 


lessly on. 


The particular model illustrated has been designed tor 
the best class of residences. It is not a cheap hanger by any 
manner of means. And it is not priced outrageously either. 


The Advance Parlor Door Hanger, as it is known, 1s one 
that you can offer to the most valued of valued trade. 


We want you to recommend it because we do. 
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Richards-Wilcox Canadian Co., Ltd., Lordon, O t. 


“A Hanger for Any 
Door that Slides” 
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vises, as it presents a ready means of 
displaying vises to advantage, despite 
the fact that these goods are hard to 
show and are oftentimes neglected. 

A distinctive feature of this display 
stand is the demonstrating pyramid. 
This is in the exact center of the 
stand above the other samples, and 
having the company’s universal swivel 
vise No. 429 mounted on the pyramid, 
it permits of turning the vise in its 
swivel frame to either side, or upside 
down. 


New Imperial Wrenches 


The Imperial Tool Company, Bloom- 
ington, Ill., has added three new 
wrenches to its line, of the monkey, 
angle and pipe types, respectively. Ali 
three are made to operate quickly, and 
in the case of the angle wrench to pro- 
vide a number of adjustments. The 
monkey wrench is of the quick-acting 
grip type. The jaw operates without 
a screw and is handled entirely with 
the thumb. In this way, it is pointed 
out, the backing away, which has to be 
done on a monkey wrench where a 
thumb screw is used, is eliminated. 
Besides the quick-acting feature, the 
wrench is of the grip type and the 
harder the handle is pulled the tighter 
is the grip of the wrench jaws on the 
‘nut. This tool is a ratchet wrench 
and it does not have to be taken off 
the nut each time, as the jaw auto- 
matically ratchets and grips for the 
next pull. 

The angle wrench is capable of a 
number of adjustments and it takes 
the place.of several sizes of solid and 
S wrenches. This wrench is built with 
a solid jaw for the mechanic and also 
with a reversible cap, as illustrated. 
This reversible cap feature enables it 
to be used either as a pipe or a mon- 
key wrench, thus combining two tools 
in one. 

The pipe wrench, like the monkey 
wrench, is a quick-acting one, being 
handled entirely with the thumb. The 
upper jaw, it is stated, has a great 
amount of forward and back play, so 
that it is possible to grasp the pipe 
being handled quickly, and to release 
it practically instantaneously. The 
construction of the wrench is simple, 
there being only six parts in all. 


New .250-8,000 Savage Rifle 


The Savage Arms Company, Utica, 
N. Y., is placing on the market a new 
.250-3,000 rifle, which has a velocity 
of 3,000 feet per second. This new 
arm is made in a take-down pattern 
only, with an extra full checked pis- 
tol grip and forearm, a wind gauge 
rear sight, a checked trigger and a 
corrugated steel butt plate. The bar- 
rel is round and measures 22 inches, 
and the rifle itself weighs 7 pounds. 

The company directs particular at- 


New “Diamond Edge” 
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From top to bottom: 
Imperial 


tention to the exceptionally high 
velocity of this new rifle, stating that 
this high velocity gives so flat a 
trajectory that game may be hit in a 
vital spot at the longest sporting 
ranges without the adjustment of the 
sights and without danger of over or 
under shooting. The killing power of 
the new Savage product is stated to 
be great enough for the biggest game. 

Another feature emphasized by the 
manufacturer is the accuracy of the 
new rifle. The .250-3,000 Savage is a 
light, 6-shot, hammerless, repeating 
arm. 

The cartridge used in this rifle is 
rimless. It is loaded with an 87-grain 
Spitzer point, soft nose bullet. The 
bullet jacket is made of copper, and 
the bullet is loaded with military type 
powder, which is claimed to be free 
from nitro-glycerine. The bullet has 
a non-mercuric primer. 


New “Diamond Edge” 
Products 


The Shapleigh Hardware Company, 
St. Louis, Mo., has added two new 
items to its line, the “Diamond Edge” 




















household knife 


razor hone and the “Diamond Edge” 
combination household knife. The ra- 
zor hone and strop is made of high- 
grade shell horsehide strap with a felt 
between the strop and the razor hone. 
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The new .250-3,000 Savage rifle 


The Imperial pipe wrench, 
monkey 


the Imperial angle wrench and the 


wrench 


It is stated that this strop and hone 
requires no “breaking in” or applica- 
tions of any kind. It is ready for use. 
The cushion prevents the stretching of 
the leather and it also makes the strop 
and hone easier to use, as it is not 
necessary to exercise such extreme 
care when stropping the razor. It is 
also pointed out that the “Diamond 
Edge” strops the razor at the same 
bevel as the blade is honed. 

The combination yard and house- 
hold knife is made with a high grade 
of crucible-steel blade. The special 
cutting point makes it useful for trim- 











Edge” combination hone 
and stron 


The “Diamond 


ming plants and for general use 
around the garden, and it is also con- 
venient for kitchen and _ household 
uses. The blade is 6 inches long. The 
knife has a glazed finish. The length 
over all is 10% inches. This knife has 
a full-scale tang and the handle is of 
beechwood. The blade is fastened 
with three brass saw rivets. 


EvANS & SHANN, Middletown, 
N. Y., have purchased the entire 
equipment, including machinery, 


rights and patents, for manufacturing 
the “Chasse Three Hole” and the 
“Acme” snap mouse traps, and they 
are installing the machinery in a new 
building. The firm expect to have 
the plant completed very shortly and 
are prepared to make shipments of all 
orders. 


THE SUPERIOR Box & NOVELTY CoMm- 
PANY, Hancock, Mich., has been or- 
ganized by H. E. Brock and others, 
to manufacture boxes, box shooks, etc. 
Factory quarters have been secured. 
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SUGGESTION > 
The Keynote of True Salesmanship 


Warren Fixtures by their splendid ability to 
properly display the stock constantly sug- 
gest the wisdom of many purchases which 
otherwise would not be made. 


It has truly been said that the store that 
‘‘Earns” is the store that “Turns’— 


Give Warren Fixtures a chance and 
they will help you turn your stock 
many times a year. 


J. D. WARREN MFG. COMPANY 


503 Masonic Temple, Chicago 


Eastern Display Room 
253 Broadway, New York Catalogs 65 and 212 


The Largest Manufacturers of Hardware Fixtures in the World 




















86 


Williams’ New “Agrippa’ 
Display Board 


J. H. Williams & Co., 57 Richards 
street, Brooklyn, N. Y., have brought 
out a new display board for their line 


? 











Williams’ new “Agrippa” tool holder dis- 
play board 


of “Agrippa” tool holders. This 
board, which is shown in the 4ecom- 
panying engraving, measures 22 by 36 
inches. 

Its weight, equipped with the tools, 
as illustrated, is 35 pounds, and the 
manufacturers will be glad to furnish 
it as a loan to any jobber carrying a 
stock of Williams’ “Agrippa” tool 
holder forgings. The display board 
itself is made from quarter-sawed 
oak. 


“Dimo-Grit” Display Case 


The Luther Grinder Mfg. Company, 
81 Point street, Milwaukee, Wis., is 
offering to the trade with “Dimo- 
Grit” sharpening stones a new counter 
display case which is very attractive. 
This new case stands about 21 inches 
high. It is about 14 inches in width, 
having a depth at the bottom of about 
15 inches, and it will hold a good- 
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shelves in the case. At the front of 
the case is a glass, beneath which are 
attached a half-dozen sharpening 
stones of different kinds. On the 
glass and on the sides of the case 
there are transfers calling attention 
to the particular merits of “Dimo- 
Grit” sharpening stones and to the 
company’s trade mark. 

This case is furnished either with a 
special assortment that is made up of 
the best selling stones or it will be 
furnished to any dealer with an order 
for $15 worth of “Dimo-Grit” stones 
of any assortment. 


“Viko” Aluminum Hot 
Water Bottle 


The Aluminum Sales & Mfg. Com- 
pany, 483-5 Broadway, New York 
City, and Indianapolis, Ind., is offer- 
ing an aluminum hot water bottle, 
which is claimed to embody a number 
of advantages over rubber hot water 
bottles. It is stated that when filled 
with boiling water, this hot water bot- 
tle will remain hot as long as fifteen 
hours. 

The bottle can be filled easily, since 
it stands on a flat bottom and there is 
no danger of scalding the hands when 
filling it. The company claims that 
the “Viko” will not wear out or rot 
with any use that a hot water bottle 
will receive. It is also stated that this 
hot water bottle may be utilized for 
a number of purposes for which the 
ordinary hot water bottle cannot be 


























The new “Dimo-Grit” display case 


sized assortment of sharpening stones. 
The back is open so that the sharpen- 
ing stones can be arranged on the 


New hot water bottle brought out by the 
Aluminum Sales & Mfg. Company 


used. The company states that auto- 
mobilists may use the bottle to keep 
the radiators of their cars from freez- 


ing up. 


“Royal” Steel Fence Posts 


The Chicago Steel Post Company, 
208 South La Salle street, Chicago, 
Ill., has issued a new catalog describ- 
ing the “Royal” fence posts, products 
which are being marketed through the 
hardware trade. Owing to the large 
demand that has sprung up in the 
last few years many hardware deal- 
ers are now carrying steel posts in 
stock. 

The “Royal” flexible line post is 
made from high carbon, open hearth 
steel. The company states that this 
post will hold the heaviest fence which 
is used by the farmer and that it can 
be driven into any kind of soil. The 
end and corner posts are made from 
extra strength, high carbon tubing. 
An 8-foot brace and a 12-inch anchor 
plate are furnished with each end or 
corner post so that the post can be 
set either with or without concrete. 

The line and stretcher posts are 
sold under a special guarantee, which 
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covers every post that is installed ac- 
cording to the catalog instructions. 
The company also is conducting a 


peed 

















One of the “Royal” steel fence posts 


special co-operation plan for its 
dealers. 
The “Broadway” City Mail 


Box 


The Peck Hardware Mfg. Company, 
Berlin, Wis., has placed upon the mar- 
ket the “Broadway” city mail box, 
which is intended to retail for 10 cents. 
These boxes are made from 28-gauge, 
cold-rolled steel, and they are large 
enough to hold a legal-size envelope. 

The company states that the “Broad- 
way” city mail boxes are weatherproof 
and that they are equipped with pat- 
ent package holders for parcels, mag- 
azines, etc. These boxes are finished 

















“Broadway” city mail box 


in a durable- gloss black enamel. The 
price to retail dealers is $9 a gross, in 
gross lots. 
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“ Introduce Them to 


Your Trade 


These two new and beautiful designs in 
wrought bronze or steel are shown in the new 
P.S. & W. catalog of Locks, Knobs and Build- 
ers’ Hardware. They suggest the variety and 
beauty of the entire line of Pexto lock sets. 
| And, remember, any of the Pexto designs will 
aq interchange with those of other big makers as 
to knob and key spacing and back set. 











In the new-catalog all lock sets of the same design are 
erouped together for quick reference. Illustrations are 
clear. Description beneath each picture is short, to the 
point—giving all the facts you want to know in a hurry. 
All goods shown in the book are made in Cleveland. 


























Your customers will be interested in the new additions 
to our line of builders’ hardware, locks, inside and front 
door mortise sets, store door handles and locks, drop 
handle drawer pulls, etc. 
































GORDON Write today for new catalog. FOREST 


The Peck, Stow & Wilcox Co. 


SOUTHINGTON, CONN. CLEVELAND, O. 


Wrought _ bronze 
or steel. 4% by 
3%. Backset 2% 
inch. 


Wrought bronze 
or steel. 47% by 
35%. Backset 2% 
inch. 





Address all correspondence to Cleveland ws 




















1915 Catalogue | iam 
Now Ready y. 


looking for a : 


If you have not received it we will appreciate liv e one , n auto 
your writing us for it. Mailed to 
the Trade Only. specialties stock up 
Ovr Special Brands with 


M. C. S. 
Most Complete Service 





UN LD 





In Fact As Well As In Name The original self-acting radi- 
. ator cement. 
We carry in stock at all times a most complete It will be more popular than 
line of Automobile Supplies, Machinists ever this year. | 
Supplies, Motorcycle and Its merit plus our advertising 


will make it so. Get it. 
“Finds the leak and fixes it.” 


“Chemically Correct” 


Bicycle Supplies. 


Motor Car Supply Company 
of Chicago The Northwestern Chemical Co. 


1451-53-55 Michigan Ave. Marietta, Ohio 
Chicago, Ill. 
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Don't Give the Chauffeur a ‘‘ Commission ’”’ 


| gh the worst possible kind of a 
business policy to buy business. 
Such trade doesn’t stay bought. It 
has an annoying way of coming back 
each time with its hand held forth in 
an insinuating manner. The hard- 
ware dealer handling motor acces- 
sories is digging his own grave in this 
line if he establishes the practice of 
giving the chauffeur a “commission” 
on all orders for accessories which he 
brings in. Many accessory houses in 
the large cities have tried to buy busi- 
ness in this fashion only to find that 
they are handing over the larger part 
of their profit to the fellow behind 
the steering wheel. 

Any merchant worthy of the name 
is not forced to buy business. When a 
dealer is forced to come to a chauffeur 
hat in hand, soliciting his business and 
promising to hand over a portion of 
the receipts, it’s high time to pull up 
stakes and let the sheriff’s men get 
ready for the auction. 

While there are a large number of 
accessory houses which make a prac- 
tice of giving chauffeurs a “commis- 
sion,” there are also some which re- 
fuse to do this. One of this latter 
class is one of the largest accessory 
concerns in New York City. When- 
ever a chauffeur comes into this es- 
tablishment and, after ordering a bill 
of goods, hints at a “rake-off,” he is 
politely told that his business is un- 
desirable under these conditions. 

It may surprise some people to 
know that a house with a policy such 
as this continues to do a large amount 
of business, but the manager in speak- 
ing to a representative of HARDWARE 
AGE said that his firm’s policy in this 
regard is so well known now that he 
is rarely requested to give a “commis- 
sion.” There is a big element of un- 
certainty in giving chauffeurs a “com- 
mission.” Chauffeurs are continually 
changing employers, and when a new 
man takes a job his employer’s acces- 


sories are generally bought where the 
chauffeur formerly traded. 

The practice of buy.ng business is 
ruinous to profits. It has absolutely 
nothing in its favor and there is every 
reason to condemn it strongly. A 
hardware merchant, with his trained 
sales force, can make such an appeal 
through his salesmanship, his adver- 
tising and his inviting establishment 
that there is no need for him to lure 
business into his store with a green- 
back as bait. This style of doing 
business is distinctly the garageman’s. 
It goes hand in hand with his dirty 
looking show window and his negli- 
gent manner of going after business. 


Garford Hand-Operated 
Warning Signal 
The Garford Mfg. Company, Elyria, 


Ohio, is marketing the Garford hand- 
operated warning signal, which the 

















The Garford hand-operated warning 
signal 


company points out is very easy to 
operate. The plunger can be pushed 
down without difficulty and it does not 
require a blow from the hand. It is 
claimed that this ease of operation 
allows the tone of the horn to be 
modulated in accordance with differ- 
ent conditions. 
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Another feature upon which the 
company lays emphasis is the placing 
of the plunger of the Garford warn- 
ing signal on a 45-degree angle, so 
that the horn can be operated more 
easily. The mounting bracket is fas- 
tened to the frort of the horn and at 
one point on the back of the horn, giv- 
ing a three-point suspension, thus 
holding the instrument securely in all 
directions and making it impossible 
to disarrange the horn through the 
forcible operation of the plunger. 

An additional advantage claimed 
for the Garford horn is that of its ex- 
ternal design. The plunger is of 
rectangular section and it is entirely 
smooth on the outside, so that there 
is no possibility of any foreign mat- 
ter catching in the teeth or preventing 
the operation of the horn. It is also 


. stated that dirt cannot enter the in- 


side of the horn through the teeth or 
the slotted openings in the top. 

The Garford hand-operated horn is 
attractive in appearance, being fin- 
ished with baked black enamel, with a 
nickel-plated flare on the bell. The 
knob on the plunger is of insulating 
material. This horn is priced at $4.25 
retail. 


THE B. F. GoopRICH COMPANY, 
Akron, Ohio, is now turning out its 
truck tires in millimeter sizes, to meet 
European standards. The adoption 
of the millimeter scale will accommo- 
date American truck manufacturers 
who want to sell abroad, and it will 
help the company to co-operate with 
its plant in Columbes, France. 


THE SUPERIOR MOTOR SPECIALTY 
COMPANY, maker of the “Su-Dig” 
series spark plugs for double ignition, 
removed on May 10 from its former 
location at 44 North Fourth street, 
Philadelphia, Pa., to 30 Irving place, 
New York City. 
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Performance— 


Not Words 


Offers Tangible Evidence of a Tire’s Worth 


We have often said that NASSAU TIRES were the best tires 
made regardless of reputation or price; but practically every other 
tire maker substantially claims the same thing. 

To claim to make the best is not new. 

Performance—not words—offers the only tangible evidence of a 
tire’s worth. 


Nassau Gires 


‘All-Mighty Tough” 








are making startling tire performances. 

Everybody who saw Ralph De Palma win both the Cobe (300 
miles) and Elgin Trophies (300 miles) on one set of NASSAU 
TIRES will vouch for it. 

Everybody who saw Bob Burman smash all the world’s dirt-track records 
of from 10 to 100 miles on NASSAU TIRES, also win Oklahoma sweepstakes 
(200 miles), April 29, 1915, will tell you so. 

Everybody who saw Dario Resta at the Panama Exposition win the 400-mile 
Grand Prix race and a week later win the 300-mile Vanderbilt Cup Race, using 
the same identical tires in both—NASSAU STOCK TIRES, mind you—will 
tell you that such a performance has never been equalled in all the history of 
tiredom. 

For it is a truly remarkable thing for a tire to go through even one long 
race without mishap— 

But it is little short of phenomenal for the same tires to go through two 
big long-distance races without mishap and still be in good condition. 

No other tires have ever equalled such performances—and actual perform- 
ance, remember, is the only tangible evidence of a tire’s worth. 

The Speed Kings and car owners have found through actual performance 
that regular NASSAU STOCK TIRES endure terrific strain and abnormal 
wear better than any other tire made. 


May we quote you prices, discounts, etc. ? 


Thermord Rubber Compan ara war seit 


Ask us for it. 





MAKERS OF THERMOID BRAKE LINING 


Factories and Main Offices: Trenton, N. J. 


BRANCHES 


Chicago, Philadelphia, Pittsburgh, St. Louis, Boston, 
indianapolis, Detroit, San Francisco. 
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Shaler Vulcanizer Display 
Stand 


The C. A. Shaler Company, Wau- 
pun, Wis., has brought out a new dis- 
play stand for the Shaler vulcanizers, 
which is furnished by the company to 
dealers carrying Shaler vulcanizers in 
stock. This stand is intended for dis- 
playing the Shaler motorists’ electric 
vulcanizer, the price of which is $12.50. 
Other display stands are supplied by 
the company for use with its various 
other types of vulcanizers. 

The stand which is shown in the 
accompanying illustration is made of 
quartered oak with a mission finish 
and the vulcanizer is fully nickel 
plated so that this makes a very at- 
tractive display. An arrangement is 
made for keeping a number of book- 
lets in the base of the stand and some 
pockets on each side contain booklets 
in convenient position for customers to 
help themselves. The company states 
that it will be glad to supply this 
‘ stand or other display stands for any 
of the other Shaler vulcanizers to any 
hardware merchant handling a line of 
accessories. 


New “Hand Klaxonet” 


The Lovell-McConnell Mfg. Com- 
pany, 190 Wright street, Newark, 
N. J., has recently brought a new 

















The new “Hand Klaxzonet” 


horn retailing at $4, which is styled 
the “Hand Klaxonet.” It is pointed 
out by the company that this new 
warning signal operates on an en- 
tirely novel principle. The plunger 
projects from the back and it is oper- 
ated by a very slight touch. This 
plunger has a short stroke and it is 
stated that it produces a long, loud 
note. 

It is claimed by the company that 
the mechanism of this horn will 
neither catch nor stick. The projector 
is made of brass and the bell is oval- 
shaped. The “Hand Klaxonet” is 
made in finishes of black and nickel, 
black and brass and all black. It is 
also made with a short projector and 
a special attaching bracket to permit 
of its use on a motorcycle. This lat- 
ter model is finished in all nickel, 
black and nickel and all black. 


Benjamin Accessory Catalog 


The Benjamin Electric Mfg. Com- 
pany, 120-128 South Sangamon street, 
Chicago, Ill., is sending out to the 
trade a new catalog showing the Ben- 
jamin line of motor accessories. This 
booklet, which is of pocket size, illus- 
trates and describes assorted sizes and 
types of horns, push buttons (one 
type), hand, portable lamps, tool sets 
and screw driver sets. The Benjamin 
catalog is attractively arranged and 
printed. It contains 17 pages. 
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New display stand for the Shaler motorists’ electric vulcanizer 


Wisconsin Rowboat Motor 


The Wisconsin Machinery & Mfg. 
Company, Fifty-third and Burnham 
(West Allis), Milwaukee, Wis., is 
manufacturing the Wisconsin detach- 
able rowboat motor. This motor is of 
the two-cycle, two-port type, with a 
speed ranging from 200 to 900 revolu- 
tions per minute. The cylinder is cast 
from a special, close-grained mixture 
of semi-steel. The crankshaft is of 
high carbon, special steel. 

The model herewith illustrated is 
the company’s type “M,” and it is 
rated at 2 horsepower. It is equipped 
with a special reversible, high-tension 
magneto, and the company points out 
that this model is especially adapted 
for use in countries where dry cells 

















The Wisconsin model “M” detachable 
rowboat motor 


are not easily obtainable or are un- 
serviceable on account of adverse 
climatic conditions. 

The gasoline tank has a capacity of 
a little over 3 quarts, which is suffi- 
cient for a steady run of 4 hours. The 
model “M” weighs 52 pounds, and it 
is priced at $80. 


Combination Lighting Out- 
fit for Fords 


The Cuiver-Stearns Mfg. Company, 
Worcester, Mass., is placing on the 
market a combination lighting outfit 

















Combination lighting outfit for Ford cars 


for Ford cars which is shown here- 
with. This outfit consists of a pair 
of the company’s new style, patented 
reflectors, which have been equipped 
with an auxiliary bulb, an electric 
tail lamp and five-point switch. 

Both the large and the small bulbs 
can be removed through the back of 
the reflector, making bulb renewals 
easy. The electric current for the 
large bulbs is supplied by the magneto, 
while dry cells supply current for the 
auxiliary bulbs and the tail lamp. 
The No. 7 complete outfit, as illus- 
trated, lists at $8. The No. 8 outfit, 
which is the same as the No. 7, ex- 
cept that the tail light is omitted, re- 
tails for $6.50. 


Barbour Refrigerator Cat- 
alog 


C. E. Barbour & Co., 42 North Ninth 
street, Philadelphia, Pa., have issued 
their 1915 catalog illustrating and de- 
scribing Belding’s “New Perfection,” 
“One-Piece,” “Notaseme” and “Cen- 
tury” solid oak and ash refrigerators, 
ice chests, grocers’ refrigerators, etc. 
This new booklet is very well printed 
and the illustrations are attractive. 
It contains 46 pages. 


THE AUTO APPLIANCE COMPANY, 
Tacoma, Wash., has been recently in- 
corporated for $4,500, by F. B. 
Schneider, H. S. Royce and R. W. 
Cady. 
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SPARION 


SAFETY SIGNALS 


Always Dependable 





HAND OPERATED, 
$+. 00 


MOTOR DRIVEN, 
$8.00 to $15.00 


Ready for 
immediate 
delivery at 
all dealers 


























Your Signal 
Must Be as 
Dependable as 


Your Brakes 


ye U depend upon your 
brakes to stop—you depend 
on your signal to go ahead. 


Sometimes to stop quickly enough 
is impossible—there is nothing to 
do but go ahead—the Sparton 
clears the way. 





Write for our attractive dealer's 
otter, including mounted samples 
wired tor demonstration. 


The Sparks-Withington Co. 


Jackson, Michigan 
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Brown Scientific Inner Tube 


Story & Reed, 1328 Broadway, New 
York City, are marketing the Brown 
scientific inner tube, which it is stated 
will not deflate when punctured. This 
tube is made from pure rubber, built 
up on a curved steel mandrel, with an 
extra thick tread. 

A strip of high grade, non-stretch- 
able Sea Island cotton is vulcanized 
into the tread close to its inner sur- 
face. When the tube is fully vulcan- 
ized it is stripped from the mandrel 
and turned inside out. The larger out- 
side circumference then becomes the 
inner circumference, consequently 
compressing the rubber always on 
the inside. 

It is stated that the more the tube 
is inflated, the more the rubber is 
compressed on the inside. The func- 
tion of the Sea Island cotton is to 
prevent the stretching of the rubber 
on the outside, next to the shoe, as 
well as to increase the wearing qual- 
ity of the tube if it is suddenly ex- 
posed by a rip in the outside shoe. 

When this tube is punctured the 
compression of the rubber on the in- 
side is so great that the tube is self- 
closing. The Brown inner tubes are 
made in all sizes, ranging from 28 
by 3 inches to 38 by 5% inches. 


The Stonebridge Spark Plug 


The C. H. Stonebridge Mfg. Com- 
pany, 10 Wall street, New York City, 
is manufacturing the Stonebridge 

















The Stonebridge spark plug 


spark plug, which is of novel construc- 
tion. It is pointed out that this spark 
plug can be cleaned instantly without 
removing it from the engine. To re- 
move the carbon from the sparking 
points it is only necessary to press 
down on the cap and twist it around 
a-few times. 

To clean the porcelain the brass 
bushing is removed from the plug and 
the porcelain is wiped off, after which 
the bushing is replaced. It is stated 
that cleaning will not alter the original 
position of the sparking points. If 
the porcelain should become broken the 
plug may be taken apart and a new 
porcelain inserted. The terminal used 
in the construction of this spark plug 
is made of phosphor bronze, and it is 
claimed that it will not lose its ten- 
sion, but will always hold the electrode 
firmly in place, preventing leakage. It 
is easily attached or removed and it 
will not jar off or become loose. 
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Cross sectional view of a Brown 


Automatic Lamp _ Control 
Brackets 
The Automatic Control Company, 


416-422 East First street, Dayton, 
Ohio, is manufacturing the Automatic 
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This illustration shows the position of the 
Automatic control brackets on a car 


control brackets, which is a set of 
lamp brackets that turn the headlights 
of an automobile one at a time, each 
independent of the other. This de- 
vice operates from the steering wheel 
of the car, and the company claims it 
to be made of the best material. It is 
ball-bearing throughout. 

It is pointed out by the company 
that these brackets will not rattle, 
and that by having one light turn and 
one light remain straight there is 
always a light ahead of the car and 
around a corner. When the car turns 
to the right, the right-hand light turns 
and the left-hand one remains sta- 
tionary, and vice versa. The Auto- 
matic control brackets will fit all 
makes of automobiles. It is priced at 
$15. A special set of brackets for 
Fords is also manufactured by the 
company, and this sells for $12. 


The Whitehead Non-Syphon 
Funnel 


The Whitehead Non-Syphon Funnel 
Company, 1509 Arch street, Philadel- 
phia, Pa., is manufacturing the White- 
head non-syphon funnel, which may be 
used for all kinds of liquids, oil, gaso- 
line, water, etc. The company states 
that this funnel takes up but a very 
small amount of space and that it may 























The Whitehead non-syphon funnel 


be easily carried and that it has no at- 
tachments of any kind. 

The Whitehead non-syphon funnel 
will not allow any air to get into the 
gasoline, therefore it is claimed to add 


scientific inner tube 

more power to the fuel. This funnel is 
exceptionally fast and it will not swirl 
or syphon back. It is reinforced to 
stand rough usage. 

It is stated that the funnel will not 
under any circumstances choke at the 
spout. The Whitehead non-syphon fun- 
nel is made in sizes of 2 by 4, 3 by 6, 
4 by 8, 5 by 10, 6 by 12, 7 by 14 and 
8 by 16 inches. The company can fur- 
nish funnels for any purpose and every 
funnel is guaranteed for efficiency and 


durability. 


Goulds Gasoline Hand Pump 


The Goulds Mfg. Company, Seneca 
Falls, N. Y., is marketing the Goulds 
gasoline hand pump, which is stated 
to be an inexpensive, well-made hand 
pump for pumping gasoline from un- 
derground storage tanks. By means -* 
of the steel locking bar with which 
the plunger is equipped, the plunger 
rod can be locked with a padlock to 
prevent anyone from tampering with 
the pump or stealing gasoline. 

The cylinder is of brass with iron 

















Goulds gasoline hand pump 


top and bottom attachments. The 
plunger is iron and has a brass valve. 
The plunger rod is brass cased and it 
operates through a brass, hemp 
packed, screw gland. The base is in 
two parts and is clamped to the suc- 
tion piece by two bolts. 

The suction and plunger valves are 
so constructed that they are raised 
from their seats when the plunger is 
locked, thus permitting the gasoline 
in the pump to flow back to the stor- 
age tank. The cylinder is 2% inches 
in diameter and the stroke is 12 
inches. The capacity per stroke is 
.255 gallon. Connections for 1-inch 
pipe and %-inch hose are provided on 
the suction and discharge respectively. 
The padlock is not furnished with the 
pump. The list price of the Goulds 
gasoline hand pump is $10. 
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)}Livingston radia- 
tors are guaranteed to 
cool the Ford motor 
under any and all con- 
ditions. 








Pointed Front, $40.00 


1912-13-14 Ford car equipped with Livingston hoods give !ncluding Estonded Starting 

Livingston pointed front radiator the long streamline Gone Silver, $5.00 Extra 

and No. | streamline hood. effect so much admired Water Se ay a Gals. 
eight s. 


in cars of higher cost. Shipping Weight, about 80 
Both add to the style of Lbs. 

your Ford car by giving 
it longer lines, added 
beauty and individual- 
ity. | 
Livingston streamline Hoods 


are made in two types: 


. Type No. |—Fits all Ford cars 
built in 1912-13-14 and up to 
February, 1915, and with this 
hood a “hood ledge” for the 
dash is included. 





Straight Front, $35.00 


Type No. 2—Fits the new German Silver, $5.00 Extra 
1915 cowl dash Ford car. Water Capacity, 234 Gals. 





This hood fits around the Weight, 35 Lbs 
‘ curved cowl dash, and a Shipping Weight, about 60 
1915 cowl dash Ford car equipped se 2 pane: ye of the Lbs. 
with a Livingston V type radiator a 
and No. 2 streamline hood. The 1915 car with the Liv- 


ingston No. 2 hood attached, 
gives a_ perfect streamline 
from the top of the cowl dash 
to the front of the radiator. 
Either hood is water proof, 
preventing the water from 
reaching the motor. 








The four “hood hooks” stand- 


ard on the Ford car are used 





without changing their posi- Streamline Hood, $8.00 — 
— Weight, os —. -" 
; , , Shipping Weight s. 
} b>. , Either hood can be used with wip. Ont. op 
@ LO, Ze < Livingston radiators or with Can be — by Parcels 
Se a | . (. the standard Ford radiator, oes 
si _—_ £ , a f4 and anyone who can handle a Ask Your Ford Dealer 
Bsa ke Fy screw driver can _ readily S lv H . 
A > y change hoods in fifteen min- upply riouse oF 
utes. Write Us 
| Livingston Radiator & Mfg. Co. 
1915 cowl dash Ford car equipped 
with a Livingston straight front radi- 304 W. 75th St., New York, N. Y. 


ator and No. 2 streamline hood. 


All types of Radiators built and repaired 


NWI AI HH NA Hi 


nn i a | i ml Mh ia a _ i alll i i | ‘i 
iH HW \ * || Wh | Hl IT h| Ih id i ! Mh d WIN hi WaT wil 1, i 
HHI | 

iil 


Hh Hil Hl WA Hil i 
| 


Bont Up To A 


| 


a 


lH 
Hl 
ti}) 
Mh 
m mn (I Hi Wt 
ah iH] WA 


! Hit Mi | ul 
i ow i ili i Hil 


nl MN i| bli HHH ll Hal H Mn It 
ne 











94 


Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


GREEN ForEsT, ARK.—The Walker Perkins Hardware _Com- 
pany has been incorporated as successor to the Walker 
Hardware Company with a capital stock of $7,000, by Wil- 
liam Walker. J. R. Perkins, C. E, Walker and D. L. Gleaves. 


COLORADO SPRINGS, CoL.—The hardware store of G. S. 
Barnes & Sons has been purchased by John T. Clough and 
Henry C. Graves, who will continue the business under the 
name of Clough-Graves Hardware Company. 


Star, IpaAHO.—Hadley & Reed have taken over the hard- 
ware and sporting goods store of Rudisell & Dewith. 


BaTAviA, Itu.—The East Side Hardware Company, com- 
posed of H. J. and A. H. Lageschulte and J. S. Hottinger 
are the new owners of the Dunning hardware store. 


WAUKEGAN, ILtu.—The stock and fixtures of the Thacker 
Hardware Company have been bought by John L. Schad 
& Co., who will increase the lines already handled, among 
which is included automobile accessories, baseball goods, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, hammocks and tents, 
heating stoves, heavy hardware, home barber’s supplies, 
kitchen cabinets, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware silver- 
ware, sporting goods and washing machines. Catalogs re- 
quested on the above items. 


NEW AUBURN, MINN.—L. W. Grace has become owner of 
George Hall’s share of the Hall Brothers’ hardware store. 
The new firm will be known as Hall & Grace. Catalogs re- 
quested covering automobile accessories, baseball goods, belt- 
ing and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, wagons and buggies, and washing machines. 


GILMAN City, Mo.—The E. D. Woltz Hardware Company 
has moved its hardware stock to a new location. 


GREENWOOD, Mo.—Roy Phillips has sold his interest in the 
hardware and implement store to his brother, C. R. Phillips, 
who will continue under his own name. 


KALISPELL, MontT.—A hardware store has been opened here 
by Robbirs Brothers. Among the items handled are baseball 
goods, belting and packing, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, crockery and 
glassware, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, galvanized and tin sheets, hammocks and tents, 
harness, heating stoves, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, ranges and cook stoves, shelf hard- 
ware, silverware, sporting goods, tin shop and washing ma- 
chines, on which they request catalogs. 


AINSWORTH, NEB.—Cass Moore has sold his interest in the 
hardware business of Burwell & Moore to Ralph Devereaux, 
and the firm name has been changed to Burwell & Devereaux. 


BARTLEY, NEB.—A. J. Cramer has sold out to Frank Ball. 


CARLETON, NeEB.—The stock of Bowman & Damm, consist- 
ing of belting and packing, buggy whips, builders’ hardware, 
galvanized and tin sheets, heating stoves, heavy hardware, 
mechanics’ tools, ranges and cook stoves, shelf hardware, 
washing machines, etc., has been transferred to J. G. Damm, 
who requests catalogs on the above items. 


Copy, Nes.—The partnership of Bowman & Wood has been 
dissolved, F. M. Bowman continuing the business under his 
own name. 


Eustis, Nes.—John Easterday’s implement stock has been 
sold to Charles Uebele. 


GERMANTOWN, NEB.—George Petri’s hardware store has 
been sold to W. C. Grots, who requests catalogs on gas stoves. 


UNION, Nesp.— A. L. Anderson has acquired the stock of 
the Daniel Lyn hardware store. 


ATLANTIC HIGHLANDS, N. J.—The Atlantic Hardware Com- 
pany, wholesalers and retailers, requests catalogs on bath- 
room fixtures, builders’ hardware, building paper, cutlery, 
fishing tackle, furnaces, hammocks and tents, heavy farm 
implements, heavy hardware, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, shelf hardware and 
sporting goods. 


BENEDICT, N. D.—F. W. Orth and F. P. Galle have pur- 
chased the Benedict Hardware Company and the E. F. Cart- 
wright stores, which they have consolidated and will oper- 
ate under the name of the Galle Mercantile Company. The 
stock has been enlarged, and a complete line of general 
merchandise and hardware will be handled. Catalogs 
requested. 


BERGEN, N. D.—Iver Iverson is the new owner of the H. M. 
Heggen implement business. 


BERLIN, N. D.—The Berlin Hardware & Implement Com- 
pany has been incorporated by R. G. Dripps, N. B. Knapp, 
J. P. Johnson and Cc. Johnson. The capital stock is 
$15.000, and the new concern will include in its stock auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dog collars, dynamite, fishing 


tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games, wagons and buggies, and washing 
machines. Catalogs pertaining to sporting goods and motor- 
cycle rapirs requested. 


CHRISTINE, N. D.-—A. S. Peterson, who has taken over and 
is now in charge of the business of Gust. Spencer, requests 
catalogs on hardware and furniture. 


_ Fortuna, N. D.—C. H. Hoff has disposed of his stock of 
implements to the Equity Mercantile Company, which re- 
quests catalogs on sporting goods. 


LUDDEN, N. D.—John Christanson, manager and partner 
of the Ludden Implement & Hardware Company, has pur- 
chased the interest of his partners, L. A. Samson and E. 
Stearns, and will continue the business without any change 
in the firm name. 


NEW ENGLAND, N. D.—J. E. Larson has recently started in 
business here. He has erected a new building which will 
house a complete line of hardware, as well as belting and 
packing, buggy whips, builders’ hardware, building paper, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, furnaces, galvanized and tin sheets, hammocks 
and tents, harness, heating stoves, heavy hardware, home 
barbers’ supplies, kitchen cabinets, kitchen housefurnishings, 
lime and cement, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, poultry supplies, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. 


McVIiLLE, N. D.—The MeVille Auto & Supply Company is 
the new owner of the implement business formerly con- 
ducted by O. H. Larson. 


MAYVILLE, N. D.—Bjelde & Hanson are successors to the 
Central Hardware Company, whose stock consists of a whole- 
sale and retail line of bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, children’s vehicles, 
churns, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop and washing machines, on which catalogs are 
requested. 


RUTLAND, N. D.—Green Brothers have recently engaged in 
business, dealing in belting and packing, home barbers’ sup- 
plies, mechanics’ tools, oil cloth, churns, builders’ hardware, 
prepared roofing, shelf hardware, washing machines, etc. 


BATAVIA, OHIO.—R. E. Dawson has opened a hardware 
store in the Art Building. In addition to a line of regular 
shelf hardware he will carry a stock of farming implements. 


SHERWOOD, OHI0o.—J. J. Thieroff & Co., successors to Mc- 
Cord Brothers, have fitted up a building in which will be 
carried a line of implements. 


Utica, OH10o.—The Jewell Hardware Company has been 
incorporated with $12,000 capital stock by Charles W. Jewell 
and others. 


COMANCHE, OKLA.—Harley & Willis have transferred their 
stock and business to Robert Willis. 


HELLAM, Pa.—Charles E. Keim has succeeded J. W. Zar- 
foss. His stock includes a complete line of hardware, and in 
addition he will carry on a tinning and plumbing business. 


PETERSBURG, Pa.—The W. E. Anderson Hardware Company 
requests catalogs on automobile accessories, baseball goods, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream’ separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, furnaces, galvanized and tin sheets, 
hammocks and tents, harness, heating stoves, heavy farm 
implements, heavy hardware, kitchen housefurnishings, lime 
and cement, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, sporting goods, tin 
shop, wagons and buggies, and washing machines. 


KIMBALL, S. D.—Frank S. Ryan and J. J. Verschoor have 
formed a partnership under the title of Ryan & Verschoor, 
and will handle a line of belting and packing, buggy whips, 
builders’ hardware, churns, cream’ separators, electrical 
household specialties, gasoline engines, hammocks and tents, 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, pumps, 
wagons and buggies, and washing machines, on which they 
request catalogs. 


MOULTON, TEXAS.—The hardware firm of F. J. Knesek has 
been changed to F. J. Knesek & Son, Edwin J. Knesek having 
assumed a half interest in the business. 


SWANTON, VT.—The Irwin & Hall Company has been or- 
ganized with a capital of $10,000 by L. G. Erwin, C. J. Wil- 
liamson and O. H. Hall, to handle the following articles: 
Automobile accessories, bathroom fixtures, buggy whips, 
builders’ hardware, building paper, churns, cutlery, dairy 
supplies, dog collars, fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, harness, heating stoves, 
heavy hardware, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, shelf hardware, sporting goods, tin shop 
and washing machines. Catalogs pertaining to general hard- 
ware, paints and plumbing material requested. 
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RE is the Trowel you should sell—if you want to make 
the most money. It has more good talking points 
than any other and easily sells at a better profit. 





You can readily show your customer why he should buy this 
Trowel at a higher price than any other brand. But—even at 
the same price—your profit is fully 10 per cent more. 


PAYS 73% PROFIT 
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ATKINS steer TROWELS 


They are the “Profitable Line.” Don’t you think it good business judg- 
ment to sell those Trowels that will give your customer the most for his 
money and pay you the best profit besides? 


EDGES BLADE OF 
WEAR SAW STEEL 
LONGEST 





A Guarantee Tag, with each Trowel, 

protects both you and your customer 
Buy ATKINS SILVER STEEL TROWELS the next time. Get our 
special advertising matter. Put the Trowels in your window, where 


your customers can see them. Makea splurge on Trowels. Get the Trowel 
business in your town. We'll help you to do it. 


Write to the nearest address below for full information 
in regard to our complete line, covering a dozen or 
more different patterns of high grade Finishing 
Trowels, in a full range of prices. We'll quote you 
and tell you where you can get them to the best 
advantage. 


E. C. ATKINS & CO., Inc. 
The Silver Steel Saw People 
Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 


Branches carrying complete stocks in the following cities. Address E. C. ATKINS & CO., 


Atlanta, Minneapolis, Portland, Ore. Vancouver, B. C. 
Chicago, New Urleans, San Francisco, Sydney, N. S. W. 
Memphis, New York City, Seattle, 


Messrs. John Shaw & Sons, Wcelverhampton, Ltd., Wolverhampton, England, Agents for Great 
Britain. 
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